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From King Cotton, Hardware’s most 
complete cordage line, comes the NEW 
ROPE RACK. The dealer’s answer to 
rope merchandising problems. 

















A complete rope sales center to make 






















are right here at your finger-tips. No more 
cellar trips, no more messy coils, here is the easy way to SELL MORE ROPE. 


King Cotton Manila Rope is a first quality pure manila rope. It is made to ares Re Hees 


exceed government specification TR601A for tensile strength, rot resist- 


bled, ready to go to work immediately. 


ROPE RACK Shipped Complete Contains: 


One Display Rack (Free of Charge) 

One carton of %” contains two units of 3 connected 100 ft. spools 
One carton of 16” contains two units of 3 connected 100 ft. spools 
One carton of ¥%” contains two units of 3 connected 100 ft. spools 
One carton of 2” contains two units of 6 connected 50 ft. spools 
One carton of 5%” contains one unit of 4 connected 50 ft. spools 
One carton of %4” contains one unit of 4 connected 50 ft. spools 




















your rope sales a fast, easy job. Spool U 
set-up lets you sell any length, cut or full OTHER KING COTTON 


spool; and the most popular rope sizes 100% MANILA PUT-UPS 








ance, water resistance, color, and quality. ai ‘hag 
“* 

The King Cotton Rack itself is an eye-catcher, painted blue with bright 

yellow and white. It is made of heavy gauge steel rod and is fully assem- ws. 
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But who'd buy one for Christmas? 


Well, over 30,000 people did buy power 
mowers last Christmas. What makes this 
“summertime” item sell so well off-season? 
And how does a special Christmas promo- 
tion help your year-round dollar volume 
on this big-ticket item? Here’s part of the 
answer: 

As we've all noticed, people are buying 
bigger, more expensive Christmas gifts for 
husbands, wives, and parents. You'll often 
find the whole family pooling their Christ- 
mas money to buy a new range or washer 
for Mom, a new rifle or power mower or 
outboard motor for Dad. Like as not, they 
buy on a layaway or time-payment plan, 
which you probably offer already or are 
looking into. 


This trend is good for your profit pic- 
ture. Big-ticket Christmas purchases bring 
your customers closer to you, and bring 
them back for more. There’s no doubt about 
it—the bigger the sale, the better your 
chances of holding on to the customer for 
good. 


Last year, to help our dealers boost their 
big-ticket Christmas sales, we prepared a 
special Christmas promotion kit. It went 
over like wildfire. Dealers seemed to wel- 
come this chance to show their customers 
they’re in the gift business for real. And 
they welcomed the chance to clear out some 
inventory carried over from last season. 


The great success of last year’s Christmas 
promotion has prompted us to prepare 
another for this year. For your 1957 “LAWN- 
BcY for Christmas” sales push, there’s a 
bigger and better kit all ready, and it’s avail- 
able now direct from LAWN-BOY. 


You’ve already seen what the year-end 
promotion of LAWN-BOY and other big-ticket 
items can do for your profits. If you want 
to join this year’s “LAWN-BOY for Christmas” 
promotion, send for the new sales kit— 
address Darrell Meyer, our Advertising 
Manager, at Lamar, Missouri. But do it 
fast—these kits aren’t going to last long. 


. a 


Se 


Sales Manager 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT - NOVEMBER 21, 1957 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnsen aii Evinrwde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 
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10 POUNDS 
OF “‘ARDOX”’ 
NAILS = 
1,350 NAILS 


“ARDOX: SPIRAL NAILS 
provide higher count per pound 


ARDOxX< spiral nails cost less per nail because the 
user gets more nails per pound. The spiral in the 
nail results in lower weight per nail. For example, 


there are approximately 4,100 more nails in a 100 Ib. 


box of 24% x 10% ARDOX spiral nails than there 
are in a 100 Ib. box of similar length common nails. 

Get the facts about this superior, threaded-to- 
the-head nail, made from J&L high quality, higher 
carbon steel. For complete information on how 





6 5 © U.2,.3 .®2® 


INCREASED HOLDING POWER 


The ARDOX full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails ... gives you stronger, 
longer-lasting construction. Graph proves 
holding power of eight penny ARDOX nails 
driven into white pine, 10% moisture. 





LESS SPLITTING 


The ARDOX spiral nail turns like a screw 
when driven... threads its way into the 
wood with minimum fiber damage. The 
stiffer shank of the ARDOX spiral nail, 
with less metal bulk, greatly reduces the 
tendency to split. 


10 POUNDS 
OF COMMON 
NAILS = 
940 NAILS 








ARDOX full spiral nails can cut your costs, write 
to the Jones & Laughlin Steel Corporation, Dept. 
439, 3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Ji Jones & Laughlin 


STEEL... a great name in steel 





EASIER DRIVING 


Despite greater holding power, the ARDOX 
spiral nail actually requires less driving 
force. It speeds construction, reduces op- 
erator fatigue. Laboratory and field tests 
prove that ARDOX spiral nails are up to 
30% easier to drive. 
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Editorial 


by W. A. Phair 


Please, tell me why... 


Why is it that some manufacturers seem to have such difficulty 
being honest and straightforward about their policies with their dis- 
tributors and dealers? 


I get the impression every now and then that some manufacturers, 
including a few of the big ones, are a little ashamed of some of their 
sales policies. At least they act that way. 


Sometimes you get a different story from both the local salesman 
and the home office man. Nobody seems to know exactly what the 
company’s policies are. The confusion this causes in the minds of 
both dealers and wholesalers results in a distrust of everything the 
manufacturer says. This can hurt a company badly. 


Here’s an actual example of what I mean: The local salesman of 
a power tool company, when questioned by a dealer, says, “Yes, we 
are selling that drug chain. Frankly, it is an experiment to determine 
the sales potential of such outlets.”’ 


When a man from the home office is asked the same question a few 
days later, he says, “Of course we don’t sell drug chains. We sell only 
independent hardware stores.”’ 


Another example: A wholesaler’s buyer asks the local salesman of a 
paint company if he is selling a nearby discount outlet. The salesman 
replies, “No, we never sel] price cutters, you know that.” 


The wholesaler then phones the paint company’s general] sales 
manager and asks the same question. The sales manager says, “Yes, 
we are shipping to them on a direct basis, because if we didn’t some- 
one else would and we would lose out in all directions.” 


Now, if you were the average dealer or wholesaler and ran up 
against these contradictions, what would you think of the company? 
If you’re like most of us, you’d wonder if the company made a prac- 
tice of ignoring the truth, or else they didn’t know exactly what they 
wanted to do. 


In any event, it’s not likely that you would buy from such a company. 


Why does a company, which in other respects is_ intelligently 
operated, behave in this manner? 


I think the answer is that they are usually trying to play both 
sides of the street and think they can fool everybody. They would 
like each type of customer to believe that they are loyal to him. In 
short, they want to eat their cake, and have it, too. 


But this just doesn’t work. The way business information gets 


-~ 
‘ 














Editorial 


around these days makes it impossible to keep an important policy change 
secret. A man is foolish to think he can operate one way and talk another. 


Maybe some manufacturers underestimate the intelligence of dealers 
and wholesalers. Perhaps they think they can get away with such trick 
policies. But, believe me, it doesn’t work. 


We all know that a manufacturer can sell anybody he desires. We also 
know that manufacturers face some tough problems these days in keeping 
their factories running and their stockholders happy. 


The average dealer is a good business man, too. He understands these 
problems. And while a dealer may not like it, he can appreciate why a 
company might want to sell through other types of outlets. 


But when a manufacturer goes in for double talk, he not only loses the 
business, he also loses his customers’ respect for his integrity. When that 
happens, you don’t have any friends. 


A lot of manufacturers these days are jumping around, trying this policy 
and this outlet. Then tomorrow they try something else. This isn’t healthy 
and some folks are going to get burned doing this. 


If a manufacturer is convinced that he should try some other outlets, a 
decent respect for the hardware dealers and wholesalers who have made 
his product important by selling it requires that he be honest with them 
in explaining his sales policies. He’ll have lots less trouble if ever he wants 
to get back in again. 


Wholesalers and dealers are guilty, too... 


Manufacturers are not the only ones who occasionally try to juggle two 
sales policies at the same time. We know of some cases where wholesalers 
and dealers have tried to do this, too. And it doesn’t work for them, either. 


You often hear dealers talk about the importance of “legitimate” dealers. 
They want wholesalers and manufacturers to restrict their sales only to 
certain types of hardware stores. 


Yet, often these same dealers are just the fellows who will buy from 
every hack that comes through town with a truck and an extra five percent. 


Loyalty works two ways. You aren’t going to get special consideration 
unless you give some. If a dealer wants wholesalers to restrict their 
accounts, then perhaps dealers better stop trying to finagle factory-direct 
deals whenever they can. 


The hardware trade is facing lots of tough problems. If we all work 
together in mutual trust and respect, it will be a darn sight easier to lick 
the problem than if we each fight it out alone. 


A little old fashioned honesty and respect for one another would go a 
long way to overcoming some of these obstacles. 





continued 
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I 
LOCKWOOD Ball Bearing Closer with 


parallel arms for recessed side of door 


best 


for closing 
Sales, too! 


LOCKWOOD Ball Bearing. 
Gifest lam ie) aeciclilclelac. 


installations There are two sure ways to clinch 


more door closer sales this season 


and they’re both named 
LOCKWOOD. 


You’ll find that these two closers 
are the easiest, quickest and safest 
to sell of any on the market. Why? 
Because they are products of top 
quality whose performance can be 
depended upon .. . and your cus- 
tomers know it. Stock them both. 


LOCK WOOD 


LOCKWOOD HARDWARE MFG. COMPANY 
Fitchburg, Mass. 
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BY WASHINGTON 


Government predicts home building 
and repairs to increase in 1958 


There will probably be a moderate increase in new 
home building in 1958, government housing officials 
predict. 

Government aides say new home construction should 
rise 6 percent by dollar volume next year, to $12.8 bil- 
lion, with about 1.04 million new homes started. About 
half the dollar increase will be caused by rising prices. 


Construction activity as a whole will rise 5 percent 
in dollar volume, to $49.6 billion, the government says. 


Repair and maintenance also should rise by about 
the same amount, about half of it due to higher prices. 
Repair and maintenance of all types amounted to $17 
billion last year, up $1.1 billion. Homeowners spent $7 
billion, an increase of $500 million over the previous 
year. 


outlook 


Figure on a 3 percent increase next year in your sales 
volume of builders’ hardware, paint, and other mer- 
chandise connected with new home construction and 
home repair and maintenance, especially in do-it-your- 
self items. Be prepared to see your costs rise about 3 
percent. Watch your markups. 


You can help strengthen support 
for proposed new fair trade laws 


If you favor fair trade, watch for and support a 
budding move to get Congress next year to pass a new 
federal fair trade law. 


Backers of fair trade, primarily the retail druggists, 
are now drafting legislation for introduction in Con- 
gress in 1958, if the climate is right. 

The new law would replace failing state fair trade 
laws with a national act to permit manufacturers to 
control resale prices under franchise or consignment 
systems by tying price to trademark ownership. 
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At present, federal laws simply permit states to en- 
act laws sanctioning fair trade. Of the 45 states which 
once had fair trade, courts have declared it illegal in 
16 and are studying fair trade laws in five others. 


outlook 


Watch this column for information if a new fair trade 
law is introduced in Congress next year. If it is, be 
prepared to let your congressmen know your position 
on the bill. In the meantime, as you run your business, 
jot down instances of how a new law would help, or 
hurt you. 


You can learn a lot about running 
a store by going back to school 


You may be missing a good method of improving 
your store’s operation if you and your employees aren’t 
taking advantage of courses on distribution methods. 

These courses, conducted in local high schools, voca- 
tional schools and junior colleges in all states, offer 
instruction in general store management and special 
courses in particular types of merchandising. 

Last year, of 257,000 persons taking these courses, 
233,575 were adults, most of them managers or em- 
ployees of small stores. These courses, which cost $6.4 
million in federal, state, and city funds, were estab- 
lished in many towns and areas for the first time last 
year. 

The program also provides job placement and con- 
ducts education and business conferences and business 
surveys through student clubs. 


outlook 


Consider these courses for advanced training for your 
employees as well as yourself, and as a valuable source 
of trained new workers. If courses haven't been formed 
in your area, get other businessmen and work through 
your local school board to get them. 

(Continued on page 78) 
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see Kwikset ads like these... 


Dramatically different Kwikset advertisements, appearing in national trade and consumer 
publications*, are highlighting the Kwikset story of unparalleled value to everyone 
: connected with home building...from those who plan and build to those who buy. 


This aggressive and consistent advertising program makes selling 
Kwikset easier and more profitable. 


For the lock that’s first in sales...and service... buy Jwikset! 


“AMERICAN BUILDER +* PRACTICAL BUILDER + HOUSE & HOME 
HOUSE BEAUTIFUL’S BUILDING MANUAL + HOUSE & GARDEN’S BOOK OF BUILDING 


America’s largest selling residential locksets 





KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 








A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


figure $11.65 


per family .. . 


inventories 
spell caution ... 


customers may 
cut spending... 


metal goods 
hold steady ... 





How much business should you do this Christmas? Hardware stores 
should average $11.65 for every family in their neighborhood. That’s 
the conservative estimate of the Commerce Dept., so set your sights 
even higher. But remember, there are five fewer selling days between 
Thanksgiving and Christmas this year. HA Recommendation: Your 
Christmas promotion should be in full swing now. If it isn’t, move fast 
because this year competition is keener than ever. You still have time 
to get your share of the business. 


Caution seems to be the watchword among most businessmen these days. 
This is reflected mostly in inventory accumulations which are slowing 
down. By the end of September, inventory build-ups were about half 
of what they had been earlier this year. Manufacturers reduced their 
inventories. Wholesalers’ inventories held steady, and retailers’ inven- 
tories increased slightly. HA Recommendation: Watch your buying 
carefully. Now more than ever keep a tight control over your inventory. 
Otherwise you may find yourself with too much working capital tied 
up in stocks that aren’t moving fast enough. 


Customers may be a bit more reluctant to spend these days, mostly as a 
result of recent government advice that they hold back on purchases. 
The President’s statement that consumers should save more and spend 
less makes it all the more important that you plan sound promotions to 
draw out the consumer dollar. HA Recommendation: Start thinking now 
of your January clearances and specials. Although you’re after the 
Christmas spending dollar now, you’ll need equally attractive sales lures 
for the normally slow January sales period. 


Steel, aluminum and copper goods should be in good supply and prices 
should hold steady through the first half of next year. Production will 
be steady, experts say, so manufacturers will have little trouble buying 
what they need. Competition will keep most prices steady and increases, 
if any, will be slight, mostly the result of higher wages. HA Recom- 
mendation: Since the outlook for these products is steady, set your 
buying policies like the manufacturers: buy what you need when you 
need it. But don’t hold back expecting price cuts. There are none in sight. 








_.. turn to page 114 for more news on how’s the hardware business 
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lf you would like a “pre-view”’ of the 
new 1958 Pincor Protected-Profits 
Policy, new rotary and reel type mowers 
and new sales promotion plans—write, 
wire or phone us and get a head start 
on competition. The ‘58 mower market 
promises to be bigger and more prof- 
itable than ever before. 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Home sprinkler system 


Home owners with large odd 
shaped lots will be especially in- 
terested in this 
sprinkler system kit. The four in- 
dividually adjustable sprinklers 
each cover a square area. The kit 
includes a Y connection, non-tip- 
ping heads, swivel connection at 
each head and the system offers 
equal pressure at all heads. Also 
included are Siamese couplings 





and caps. Retails for $8.89. W. 
D. Allen Mfg. Co. 


For more data circle No. 1 on postcard, p. 91 


Copper cabinet hardware 


Here is an attractive line of cop- 
per plated cabinet hardware. Cop- 
per-Mode fits into modern, colonial, 
or traditional home schemes with 
its brushed copper finish. The cast 
alloy items come in three knob 
and two pull styles packaged 10 of 
each type to a box, complete with 
screws. Brushed copper - plated 
hinges and magnetic catches can 


14 


do - it - yourself - 








be ordered 10 per box. A display 
board is available. Stanley Hard- 
ware Div., Stanley Works. 


For more data circle No. 2 on postcard, p. 91 


Small size garden shovel 


Women gardening enthusiasts 
will be customers for this shovel 
designed especially for them. The 
lightweight shovel has the same 
design and construction as a full- 
sized shovel. It has turned steps 
for easier digging. The heat treated 
blade has a fire-hardened ash handle 





in a choice of 42 in. length straight 
or 30 in. length with steel D top. 
True Temper Corp. 


For more data circle No. 3 on postcard, p. $1 


Short hollow wall anchors 


This blind fastener is about half 
the length of the shortest hollow 
wall anchor. The Jack Nut is work- 
able in hollow-core flush doors, ply- 
wood or wall board. Comes in one 
length for thicknesses from 0 to 
3/16 in. and in another for 0 to *% 





in. Installed with any U. S. stand- 
ard 6-32, 10-24 or %%4-20 screw. 
Vibrationproof. Molly Corp. 


For more data circle No. 4 on postcard, p. 91 


Combination reel and cart 


The cart in this combination can 
be used separately as a hand truck 
for baggage, garbage cans and 
other heavy articles when the hose 
reel is detached. The reel mounts 
on the upper or lower rungs of the 
cart for height convenience. Fin- 
ished in rust resistant baked enam- 
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in hardware merchandise... 


Want more information on these 
products? Then use free post 


card on page 91. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








el. Retails at $14.95. Reel holds 
150 ft of %4 in. od hose. A faucet 
mounting hose reel is also available 
at $6.95. Cal-Dak Co. 


For more data circle No. 5 on postcard, p. $1 


Wooden handled bulb planter 
Your gardening customers will 
want this Green Thumb tool that 
makes quick work of bulb planting 
or tomato plant setting. The handy 
tool digs a round hole, lifts out the 
dirt and drops it when the handles 
are spread. Handles are made of 
ash. Each bulb planter comes 
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packed in an individual display car- 
ton. Union Fork & Hoe Co. 


For more data circle No. 6 on postcard, p. 91 


Wide mouthed vacuum bottle 
Travelers and sportsmen will be 
customers for this smart 3-D Plaid 
wide mouthed vacuum bottle. The 
unit features a Polly Red-Top 
pressure seal stopper and holds 
foods or liquid equally well. Comes 





in 10 oz, pint and quart sizes. 
American Thermos Products Co. 


For more data circle No. 7 on postcard, p. 91 


Tapered hardwood bed iegs 


Customers can convert any size 
metal coil or flat bed springs into 
a modern divan or Hollywood bed 
with this tapered leg. The budget 
priced legs will be attractive to 
homeowners and hotel and other 
commercial operators. Available in 
hardwood finished in blonde, ma- 
hogany, the 7-in. legs also come in 
sanded finish for home finishing. 
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Packed four to a set including 15% 
in. non-marking casters. Retai! for 
$5.98 a set, or $4.98 without cast- 
ers. Dennix Products Co. 


For more data circle No. 8 on postcard, p. $1! 


Individual size pizza pan 
Individual size pizzas can be 
baked on this 914 x 12 in. pan 
which can double as a snack tray or 
cookie sheet. The Ekcoloy finish 
provides even baking and easier 
cleaning. Each pan has a 4-color 
label picturing an appetizing pizza 











(Continued on page 88) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 91 


HELP YOU SELL MORE 





Vinyl electrical outlet kit 
Electrostrip, a vinyl electrical 
outlet strip, is available in an easy 





to sell do-it-yourself kit. The kit 
contains 15 feet of strip, four 
twist-in receptacles and all fittings. 
Sells for about $10. Receptacle 
plugs can be twisted into Electro- 
strip anywhere along its length. 
The vinyl strip can be attached to 
walls or baseboards with screws or 
tape. Bulldog Electric Products Co. 


For more data circle No. 9 on postcard, p. 91 


Twin tool merchandiser 
Top quality hand tools are put 
at eye level on this revolving twin 





tool merchandiser. The P & C 
Twin Rocket merchandiser takes 
up less than 6 feet of store space 
and fits close to walls, on a counter, 
or in an alcove. The colorful unit 
is shadow and price marked and 
rotates at a finger touch. Stock 
numbers are also on the unit. Free 
literature is available. P & C Tool 
Co. 


For more data circle No. 10 on postcard, p. 91 


Sliding door hardware unit 
McKinney sliding door hardware 
is demonstrated on this display 
unit. The free display is finished 
in a birch frame with green doors 








and has a sales message on the 
frame and doors. Comes in two 
types. One is equipped with a uni- 
versal hanger for all doors *%4 to 
132 in. thick and the other has the 
budget priced reversible hangers 
for *%4 or 1%@ in. thick doors. Mc- 
Kinney Mfg. Co. 


For more data circle No. 11 on postcard, p. 91 


Window material calculator 


Lineal foot and lineal yard prices 
on the complete line of Warp win- 








dow materials are shown on this 
handy calculator. The retail price 
calculator is printed in three colors 
and carries prices now being ad- 
vertised by the firm. Warp Bros. 


For more data circle No. 12 on postcard, p. $1 


Glossy enamel in spray cans 
Duco Spray Magic enamel is 
available in push button aerosol 
containers with a clogfree valve. 
The line includes clear, silver, gold, 
white, black in gloss and semi-gloss 
and six colors. All are full alkyd 
enamels. All colors are matches for 
Duco gloss enamel colors except 
one. Horizon gray is a match for 





(Continued on page 106) 
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these big, BIG sellers in 


A LLACE 


Here’s the big 5! The answer to your questions about 
what patterns to stock and promote this Fall and 
Christmas selling season. 


They're brilliant buys for every price line you cover. 
Smartly styled by Wallace to give you modern designs 


WALLACE STAINLESS .. . A DIVISION OF WALLACE SILVERSMITHS. AT WALLINGFORD, CONNECTICUT . 
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STAINLESS 


at prices everybody likes, and packaged in eye catch- 
ing window boxes for easy display. 

Order and stock ‘em now — the big 5 from Wallace! 
You're practically guaranteed fast turnover, high vol- 
ume for the big selling season ahead. 


. . SINCE 1835 





HOW ELSE WOULD YOU BUY RUBBER, WIRE AND PLASTIC 
HOUSEWARE, EXCEPT THROUGH ONE RESOURCE BUYING? 
YOUR ONLY ONE COMPLETE RESOURCE IS Az 4 


The Wooster Rubber Company, Wooster, Ohio 
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R 24” ROTARY RIDER 





¥ 


_ and make 

| MORE 

- PROFITS 
TOO! 











Top of the FLYING-R quality line is this 
Deluxe Estate-Type 24” Rotary Riding Mow- 
er for 1958 (Model RR-24-VR). it features: 
3.5 HP engine, variable speed transmission 
drive, easy recoil starting, floating skirts for 
safety and smooth cut, easy riding sea foam 
rubber sect and plenty of leg room too! 








YOUR SELLING EFFORT BACKED BY ADVER- 
TISING IN TOP NATIONAL MAGAZINES! 


Early in 1958, hard selling FLYING-R ads will appear 





ROOT POWER MOWERS 


At last here’s a line of rotary mowers in top consumer magazines. Only class publications 
you can actually sell. on value! You with proven records were chosen to help you sell the 
don’t have to offer “deals” or “special FLYING-R Quality Line. 

prices” to sell this line. Check the 

FLYING-R points of value on all New Spring Dating Program assures you of the amount of 
six models and you'll see why! You profit you should make on a top quality line of mowers. 


can see that FLYING-R power mow- 
ers have the modern styling of to- 
morrow’s car. Unseen but always 
present: first quality guaranteed ma- 
terials and workmanship throughout. 


BE THE FIRST TO SHOW THE NEW QUALITY LINE OF FLYING-R POWER 
MOWERS! .. . MAIL THIS COUPON TODAY! 


ROOT MANUFACTURING CO., INC. 

127 EAST 11TH STREET 

BAXTER SPRINGS, KANSAS 

Please Send Me More information About the New FLYING-R 


Six models of FLYING-R power mow- Quality Line POWER MOWERS 





ers are available from the Deluxe See ee ee eo) 

24” Riding Mower shown here, to 

the 18” two cycle manually-operated BUS. ADDRESS = _____— 

mower. TEE IN os Ta NERS Ee = 
aa Oke Bae - ’ Be OS tS 


















RE-18-2C RE-18-4C 
18” Manuel 18” Moenuol 


RR-21-VR RD-21-R RE-21-SP 
21” Rider 21” Monuol 21” Self-Propelled 


HOME OFFICE 


BAXTER SPRINGS, KANSAS 
ROOT MANUFACTURING CO., INC. Factories 


BAXTER SPRINGS, KANSAS 
MONTICELLO, ARKANSAS 
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Ss 


All-in-1 Set 

















= 4 individually adjustable 


SUBURBAN 


noooneanenso 


PARKSIDE 


| ase —-_ sprinklers, Siamese, Couplings 

ROTO- JET — ee a 3 q | ee aw and Caps for do-it-yourself 
> | ‘», sprinkler system at only 

$8.89 List—sells hose, too! 


5-Year Warranty 


on top sellers... 











Free Goods Cash Cart 


Pistol-Grip Nozzle 
($1.50 Seller) FREE 
for every 3 Warranty 
Cards bearing 


Profit-Boosting 
Merchandiser /Assortment 
—proved through two 
years, repeated by 


dealer's name. dealer-demand. 


*Tell us where to our promotion... 
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every need, any price! 


Ss SS 


Economy Nozzle 9 “Bubble” Cards 





All brass with colorful collar Hose Accessories in choice of 
and replaceable packing — 


only 85c List 


individual pilfer-proof cards 
or display boxes. 








Promotion in YOUR area 








COLOR ADS 


in national magazines 
aimed to sell ALL 
your garden stock 
PLUS newspaper 
ads where dealers 
stock ALLENCO 


) FEATURING 


premium-offer 
g available only 
through you, DISPLAYS 


PLUS ads in Bunting _ that bring ‘em in and ring 
System PLUS... your Cash Register! 














order from your jobber NOW! W. D. ALLEN MFG. CO. 


Room 500 Allenco Bidg. 
566 W. Lake St. * Chicago 6 
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You'll get Big Sales out of a Small 
Space with the new Columbian PICK- 
ME-UP Self Service Merchandiser. It's 
22” x 22” by 54%”, all-metal, caster- 
mounted, handsome and durable. De- 
signed for Columbian’s new Manila 


Rope Coils in 50 ft. and 100 ft. lengths. 


y= 
A Rropt 


COLUMBIAN # 
4, TWINES Z 
A. 4 









They pick it yp ! 
You ting it yp £ 



























Columbian’s new Pick-Me-Up self-service 
merchandiser gives rope sales-get-up-and-go! 


Here’s a new Columbian sales-maker that takes rope out of the slow- 
moving staple class and puts it up with your quick turnover specialties. 


It’s the PICK-ME-UP self-service merchandiser, displaying 
ready-measured, ready-cut, ready-to-go Columbian Manila Rope 
Coils in 50 ft. and 100 ft. lengths. All the customer does is walk 
over to the PICK-ME-UP and pick up the rope. All you do is 
ring up the sale. Saves time, saves manpower. Promotes 
impulse buying, too—the sight of the merchandiser makes 
the customer think about rope. 


The PICK-ME-UP is only 22” wide and 22” deep—takes up 
less than 4 sq. ft. of floor space. Put it anywhere—shift 
its location quickly and easily ... set it up outside your store 
and watch it bring customers in. It’s all metal... mounted on 
casters for easy movement... and you can use the top shelf for 
balls of twine, ski-rope, nylon rope and other Columbian products. 


The PICK-ME-UP will be delivered by your Columbian 
Distributor—at no cost to you—with an order of enough rope 
to stock the rack or less than 100 lbs. of Columbian 50 ft. and 
100 ft. Manila Rope Coils in 14”, 3%” and %” sizes. Get in 
touch with your Distributor—order your Columbian 
PICK-ME-UP self-service merchandiser today. 





COLUMBIAN Rope Company 
Auburn "The Cordage City,” New York 
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Profit MOre from the “do-it-yourself” market 


... stock and sell fast-moving, 
nationally advertised 





GREASE GUNS and FITTINGS 


e Lowest price consistent with highest quality 


















e More time-saving features 


e Backed by Lincolh—pioneer builders of lube 
equipment for over 35 years 


Unlimited uses for your customers 


For Power Implements For Motor Scooters For Golf Course and 
(lawn and garden) and Motorcycles Institutional Equipment 
For Power Tools For Marine Inboard For Home Appliances 
and Machinery and Outboard Motors 


ORDER NOW...and get this self-service 
Lincoln Merchandiser free of extra charge! 








You can set up this colorful, sturdy Lincoln 
all-steel Merchandiser in just 3 minutes. 
What a profit-maker! Customers see ’em .. . 
try em...and buy ’em! Lincoln grease guns 
and packaged fittings... proved by actual 
tests to be the most popular on the market, 
coast-to-coast. 


Take advantage of this opportunity for 
building sales-volume... order a represen- 
tative stock of lube equipment from your 
Lincoln wholesaler now .. . and get this all- 
steel, self-service Merchandiser free of ex- 
tra charge. For complete details, Write for 





WD Pulls in sales from store traffic... Sales Bulletin 221. 


space-saving counter size, 20" x 1342" x 8”. 
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NEW ROTICUL 


First single-purpose rotary tiller-cultivator ever : ie Le 
made with REVERSE GEAR. Complete design ae, he 

change plus 234 h.p. of surging power. Revers- 
ing is controlled by a touch of the finger for 
easier close work and handling around corners. 





3SNEW GARDEN TRACTORS 


Stepped-up power range from 2% to 7 h.p. 
Brand-new 234 h.p. model with 2 forward speeds 
and reverse. Also two new 4 h.p. and 7 h.p. 
units with Duomatic Two-Speed Axles, 6 forward 
speeds and 2 reverse. 





<a SS 


how to make 
more money on 

powered lawn 
and garden 
equipment: 


SELL 


le. tt. on. the move,’ 


WHY DO SIMPLICITY DEALERS CONTINUE Large, hard-selling dealer listing ads in local markets 
TO REAP LARGER PROFITS? produced hundreds of prospects last year—so we're 
repeating with another, even bigger campaign! 


RR se A SAGs OIG IT 





ee Satie 
. . 
® 








BECAUSE S/MPLICITY~AND ONLY S/IMPLICITY—G/VES 
DEALERS A PROFIT-PLANNED PROGRAM LIKE THIS: PROGRESS 
PRODUCT For 36 years, Simplicity has set an ever-quickening 
pace for its industry. Now, its imagination, vanguard 
engineering, and daring bring the all-purpose, all- 
weather yard appliance of the future here, for your 
inspection, today. The exciting Wonder-Boy X-100! 
The crowd-stopper of the National Hardware Show 
and Garden Supply Show. Available on a selected 
basis to dealers for local showings, X-100 is an ex- 


Power means profit . . . and Simplicity gives you 
both, with a powered-up line for 1958. It’s power 
that seldom bogs down, too — for Simplicity equip- 
ment is field-tested to provide years of trouble-free 
performance with minimum service problems for 
dealers. You can stake your reputation on Simplicity. 





perimental model. But it does attest to the spirit 
ebartericndeicsade of Simplicity — ever probing into the future, ever 
Simplicity’s giant factory-paid local newspaper cam- improving. An important characteristic that means 
paign will be renewed for 58 — by dealer demand. sales for you, and better gardening for America. 


Copyright 1957, Simplicity Mfg. Co. 


Sim plicity 


Wonder-Boy X-100 


‘SIMPLICITY MANUFACTURING CO. 
Port Washington 1, Wisconsin 


NEW WONDER-BOY 


Outstanding sales success last year, the 
Wonder-Boy now has more power (a 4 
h.p. engine) and 2 forward and 2 reverse 
Speeds. Faster transport speed... easier 
turns around hedges and bushes... mows 
lawns more quickly. 


PLUS 


® liberal initial stock-order discounts 

® Spring dating privileges 

® generous co-op advertising and factory-paid local newspaper campaigns 
® highly competitive pricing on America's highest-quality line 

® sound engineering that minimizes service costs and problems 

® field-tested equipment put through rugged tests before you sell it. 


So “~ 
. bth \ 
MY IMPORTANT! Select franchises are still avail- 
able for qualified dealers. Use coupon, write, wire, 


or telephone to find out if a Simplicity franchise is 
available in your locality. 


America’s. No. 1 Line of Lawn and 
Garden Equipment 





——— MAIL THIS COUPON FOR INFORMATION 
1957 was a great year for Simplicity dealers. 
Was it a great year for you? 


SIMPLICITY MANUFACTURING COMPANY 
Port Washington 1, Wisconsin 
Gentlemen: Please send me full details on how I can become a Simplicity 
dealer, and send me literature on: 
|] Wonder-Boy Riding Mower 
|} Roticul Rotary Tiller-Cultivator 
[] Simplicity Garden Tractors 


Name 








Company 








A AArace 
é 





City 
wre 











PIONEER GIVES YOU EVERYTHING YOU 
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NEED FOR CHAIN SAW PROFITS! 


~ — — oo 
Sia tli caine in ip ion EE tiie ~ 


os 


a em tet ee 


| 


24 woods- tested features pack plenty of sales appeal into Pioneer Chain Saws. 
They give your prospects everything they’ve wanted in a 
chain saw: direct drive, high-speed cutting, ruggedness, 
low-cost maintenance, easy on-the-job servicing, and 
balance for ease of handling. And—every feature has 


proven its value and popularity in North-America’s big 
timber country. 


Big-space Pioneer advertising reaches every prospect in your area. Pioneer 
is out to build the biggest possible chain saw market for 
you in your local area. In professional and semi-pro- 
fessional publications, outdoor, farm and construction 
magazines, Pioneer hits loggers, tree surgeons, arborists, 
landscape gardeners, pulpwood cutters, farmers, con- 
struction men, home owners, land owners, outdoorsmen 
and camp owners. It pre-sells Pioneer as the chain saw 
that gives them more time for profit-producing . . . less 
downtime. What’s more, in the farm magazines, it will 
carry your name and address. 


Pioneer tailors its merchandising to your individual needs. Pioneer gives 
you more than merchandising aids, it gives you a mer- 
chandising program. Here’s what we mean. Naturally, 
Pioneer gives you newspaper mat ads, direct mail, un- 
limited use of telephone directory advertising, radio 
commercials and book matches to reach your prospects 
in their homes. Pioneer also gives you floor and counter 
displays, window streamers, decals, tags, franchise 
certificates and illuminated signs to reinforce prospect 
interest inside your store. 

But .. . Pioneer also shows you how to get the most 
mileage out of this material. Pioneer’s 10-Day Sales 
Promotion Plan shows you how to build chain saw sales 
and profits in less than a week-and a half. And... it 
only takes you thirty minutes a day! Pioneer will help 
you solve special problems that crop up. It will regularly 
supply you with fresh ideas and material. You work with 
the merchandising experts who created three great sales 
leaders: Johnson and Evinrude among outboard motors, 
Lawn-Boy among power mowers. 


A 32% markup gives you a higher-than-average profit margin. With the 
extra profit margin of Pioneer, you can afford to devote 
more time and effort towards building up your chain saw 
sales volume. In many cases, it will pay you to put a man 
entirely on Pioneer Chain Saws. And—it requires no 
change in your store layout or methods of operation. 


Servicing adds 50% to your Pioneer sales gross. Repairs and replace- 
ment parts allow you to pocket more profits from Pioneer. 
You can set up your own service center with factory 
assistance. On the other hand, you can make arrange- 
ments with a local small-engine shop. Any outboard- 
motor or two-cycle engine shop can service Pioneer. Out- 
board Marine Corporation’s central parts depot plus our 
own twelve independent parts distributors over the 
country assure fast delivery . . . low inventory. 


Write today for more information to: 





PIONEER SAWS’ 
PARTS DISTRIBUTORS 


Carver Craft 

1998 Harbor Bivd. 
Costa Mesa, California 
(Joe Carver) 

Liberty 8-2062 


McCune’s Outboard Marine 
1115 Broadway 

Denver, Colorado 

(Harold T. McCune) 
AComa 2-0889 


Capitol Marine 

803 Maine Ave., S. W. 
Washington 4, D. C. 
(Roy Nagle) 
EXecutive 3-3404 


Pyron & Garrow 

969 Plum St., N. W. 
Atlanta, Georgia 

(Mrs. Evelyn Trammell) 
JA 4-6423 


Waukegan Outbd. Sales & Serv. 
2015 Grand Avenue 

Waukegan, lilinois 

(Howard Stevens & J. Hayman) 
MAjestic 3-3047 

Griffin's 

712 South Grand 

Monroe, Louisiana 

(Howard Griffin) 

F Airfax 2-2604 


Crandall-Hicks Co., Inc. 
910 Commonwealth Ave. 
Boston 15, Massachusetts 
(Al Hicks) 

LOngwood 6-3517 


Larson-Olson Co., Inc. 
1210 Hennepin 
Minneapolis 3, Minnesota 
(Richard Larson) 

FEderal 6-7705 , 


Star Boat & Motor Co. 
1626 Baltimore Ave. 
Kansas City 8, Missouri 
(Nate Young) 

GRand 1-8616 


Outboard Motor Parts Co. 
120 South Route #17 
Paramus, New Jersey 
(Chas. Biermann) 
HUbbard 9-4800 


Cleveland Yacht & Supply 
3027 Detroit Ave. 
Cleveland 13, Ohio 

(V. Hoeffler) 

MAin 1-1026 and 1-1027 


Bryant's Equipment, Inc. 
1117 East Northiake 
Seattle 5, Washington 
(Jerry Bryant & Gar Acorn) 
Melrose 6900 


Pioneer Saws, Division Outboard Marine Corporation, Waukegan, Ill. 


‘> 
a 


DIVISION OUTBOARD MARINE CORPORATION 
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ORDINARY GALVANIZED FENCE 
AFTER EIGHT YEARS 


Unretouched photograph (enlarged) of eight year old fence on farm of Paul A. Nobbe near Waterloo, Illinois. 


This unretouched photograph tells the most exciting 
story every recorded about Rep BRAND fence. 

Eight years ago, Paul A. Nobbe of Waterloo, IIL., 
put up some Galvannealed Rep BRAND fence. In 
one field he spliced it to a new piece of ordinary 
galvanized fence. 

This fence was not erected as a test of quality. 
But no test could have been more conclusive. Each 
roll was regular dealer stock. They were erected by 
28 


the same man. Spliced together, they had the same 
tension. They were exposed to the same weather 
and atmospheric conditions. 

Eight years later, here’s what Mr. Nobbe has to 
say: “I always liked Rep BRAND fence and thought 
it was better. But I never would have believed so 
great a difference would show up in eight years. 

“Believe me, whenever I buy fence in the future 
it will be Rep BRAND.”’ 
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RED BRAND 


7) IMPORTANT TO YOU? 


It’s telling your customers RED BRAND is the best fence value. 
It’s showing them proof of RED BRAND’s extra years of service. 
Placing this exciting story in leading farm publications is just one 
of the many ways RED BRAND gives you powerful selling help. 

For many years, Keystone has carried on extensive adver- 
tising in magazines, on radio and now on television. Special pro- 
motion programs are yours for the asking. They will help build 
sales of all your products. 

Buyers instantly recognize RED BRAND woven wire by the 
top wire painted red, RED BRAND barbed wire by the red barbs 
and Rep Top® steel fence posts by the tops painted bright red. 
You’ll find these distinctive marks of quality help lck com- 
petition quickly. 

Don’t wait! Talk to your RED BRAND salesman soon about 
se oi the many features of RED BRAND fence, in addition to Galvan- 
nealing, that makes it the best. RED BRAND can work wonders 
for you with faster turnover, new customers and more profit. 

























KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


RED BRAND® Fence « RED BRAND® Barbed Wire « RED TOP® Steel Posts 
Non-Climbable Fence « Keyline Poultry Netting « Ornamental Fence « Nails the only 
Gates « Bale Ties « Keymesh® « Keycorner « Keybead « Keywall « Keyweld 


fence line 
that sells 
on sight 
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‘Paul A. Nobbe, Waterloo, lil. 











company 


Sound financially, Johnston has made 
quality mowers for over 25 years. 
Its efficient, well integrated new plant 
is outstanding in the industry. 





one. 3 | 
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Johnston’s streamlined 1958 mower line 
has only the best selling sizes in the 
best selling price ranges. By eliminating 
slow-moving inventory units, you 
earn maximum profits. 





new features 


New Air Dome Design, New Jet Flow 
Discharge, New 6 Blade Reels are 
the result of complete engineering and 
product testing that keeps Johnston 
far ahead of ordinary mowers. 








service 


Johnston’s nation-wide mower service 
organization enables Johnston jobbers 
and dealers to concentrate on sales 
and profits, without the usual 
service headaches. 








YOU AND 
JOHNSTON 
CAN BE A 


promotion with PROFIT PULL 


aN S>. 
4 % 


Johnston’s strong, consistent national adver- 
tising in important consumer publications 
makes Johnston a leading brand name. John- 
ston’s aggressive local promotion includes a 
strong cooperative program, point-of-sale dis- 
plays, sales literature and direct mail materials 
... all to increase your mower profits. 


JOHNSTON LAWN MOWER CORPORATION 


Brookhaven, Mississippi 
A subsidiary of Jacobsen Manufacturing Company 


Write today for free full color, 1958 brochure. 
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a reegmgirie with PROFIT PULL 


PROFIT TEAM | 


1958 Johnston reel mowers are made to exacting 


standards, built to smoothly cut the finest lawns 
for years and years. New 6 Blade reel with 20% 


additional cutting capacity is a powerful sales 


feature. 


models, deluxe and budget units. 


Available are standard and trimmer 





18” J-Special—Smooth 
cutting, Reel type for 
budget buyers, recoil 
starter, 


18” and 21” Lawn 
Patrol — Features 
New 6 Blade reel for 
waveless cutting; dual 
clutch control for con- 
venient operation. 


18” and 21” Velvae 
Trim — An _ ovutstand- 
ing trimmer type mow- 
er with preferred front 
throw and rear wheel 
drive. 
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a rotary line with PROFIT PULL 
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Every mower in the compact 1958 Johnston line 
has a sales purpose, will sell. Johnston rotary 
mowers include deluxe and standard models, 
hand and self-propelled units. Exciting new fea- 
tures include exclusive Air Dome Design, Jet 
Flow Discharge, special side trim slot. 
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18” Standard — A 18” and 21” Deluxe 21” Self Propelled — 
quality mower for the ~~ New Jet Flow Dis- Selective, variable 
budget buyer. Both charge, New Air Dome speed transmission, 
front and side trim, 4 Design, exclusive side front and side trim, 
cycle with recoil. trim slot, offset wheel design. 
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MNCAINE BOLTS \ 
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PRODUCTS 
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FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. 
Supplied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus and ready to use. These uniform products are supplied in galvanized steel 
@ complete line of fittings. and ENDURO® Stainless Steel, 


REPUBLIC 


Wolds Wideat Kange of, Standard Steels 
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The best sales help you can get is a brand that 
sells itself—a brand that not only inspires cus- 
tomer confidence, but one that provides top qual- 
ity, intelligent packaging, effective selling aids 
and is intensively pre-sold to every customer 
you serve. 


So, on your next order for bolts and nuts, 
remember—the brand that does all this for you, 
and more, is Republic. Here’s why: 


First, Republic Bolts and Nuts are aggressively 
pre-sold through continuous product advertising. 
This, plus broad corporate advertising, has made 
Republic Steel a name known and accepted for 
quality by all of your customers. 


Second, Republic provides effective literature 
to help you maintain and sell all of the fasteners 


WIRE NAILS AND STAPLES— ca complete line for every farm and home use. Als 
ideally suited to and accepted by the building trades. Made from wire 
specially produced for nail manufacture. 


STEEL 


ant Stak Froducdad 
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Bator Products build, Bettor Proftita...oll 


REPUBLIC BOLTS and NUTS 


your community requires. A good example is the 
Bolt and Nut Price Finder which lists types, sizes 
and prices, to speed fastener selection. 


Third, Republic Bolts and Nuts are furnished 
in convenient packages, spill-proof in design, 
bearing high-visibility labels for ease of handling 
and stocking. 


Finally, you lose no orders through holes in 
your stocks when you sell Republic Bolts and 
Nuts. Your Republic Distributor carries all pop- 
ular types and sizes, immediately available to 
enable you to fill any customer requirement. 


For complete information on building better 
profits with Republic Bolts and Nuts, contact 
your local Republic Distributor. Or mail coupon 
for literature. 


STEEL PIPE—for plumbing, heating, air conditioning and all other home and 
building uses. This high-quality pipe is available in a full line, in sizes 
you want. 


REPUBLIC STEEL CORPORATION 
DEPT. C-3628-C 
3154 EAST 45th STREET « CLEVELAND 27, OHIO 
Please send more information on: 
() Fasteners 





() Wire Nails and Staples 














| 
| 
: [) Steel Pipe 
| 


C) Flexible Plastic Pipe 
C) Roof Drainage Products 
Name Title 
Company 
Address 
City Zone State 
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2 WESTINGHOUSE Profit-Makers! 


MAKE YOUR STORE “LIGHTING HEADQUARTERS” 
W/TH THE COMPLETE PLUS-PROFIT BEAUTY TONE LINE 











SELL FOR 1225°— MAKE *367°° 





Beauty Tone™ tinted-light bulb assortment with FREE merchan- 
diser and demonstrator. Here’s a new display unit and demonstrator 
which shows your customers the dramatic, glamourous effects they'll get 
with Beauty Tone light bulbs. Shows—in identical room settings—how 
each of these 3 decorator-styled bulbs, Beauty Tone Aqua, Beauty Tone 
Candlelight, Beauty Tone Pink, creates its own new kind of glamour with 
light. Beauty Tone tinted-light bulbs are selling fast whenever properly 
displayed. 


This display holds $122.52 worth of bulbs. You'll make a quick 
$36.76 profit. Ask for this display when you order Beauty Tone 
light bulbs. 


*(Based on SR discount 30%) 








-——-- 




















abe One 
SELL FOR $63®— MAKE $191" ae 


New Beauty Tone™ Home-line Fluorescent Lamp assortment 
with FREE merchandiser. More and more homes have more and 
more fluorescent lighting. And now, instead of asking your customers 
to select from 7 shades of white, you sell them one color that’s ideal 
for every home lighting need—Westinghouse Beauty Tone Home- 
line. This new line of fluorescent lamps produces a flattering, warm 
white light that glamourizes furnishings, food and complexions. 








Display the most popular fluorescent lamps used in the home 
today! Use this pre-packed assortment and make your store 
the headquarters for the flattering, warm white color that’s 
ideal for pleasant home lighting—six 12" Circlines (32W), 
three 844" Circlines (22W), ten 20T 12’s fluorescent (20W), 
five 15T 12’s (15W), ten 15T 8’s (15W), and five 14T 12’s 
(14W). 

*(Based on SR discount 30% 


_—_— = = — —-— _ 
—— _ 




















—— 


— —— —_ — —— - = 
a 


you CAN BE SURE...IF ITS \ Vestinghouse 
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bs lee , 101 
HIGH COMPRESSION STAPLE GUN 


There’s nothing like it on the 
market! New SWINGLINE 101 
High Compression Staple Gun is 


hold it securely closed. You'll sell 
all your customers this ultra-handy 
home tool... now, for the very first 


compact, powerful and capable. 
Delivers as much driving power as 
machines twice its size and weight... 


time, at a sensational low price. And 
you'll see lots of the new SWING- 
LINE 101 in big advertisements 


Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows, 


Takes two staple sizes (4/16” and 
5/16") ... performs hundreds of 
tacking jobs .. . even has a lock to 


(selling for you) in leading con- 
sumer magazines. So get set... 
stock up with SWINGLINE 101! 


Profit with ° 


all | Swingline No. 200 
; ompression Tacker 
these — 


Takes 3 staple sizes 
SWINGLINE up to 5/16”. 
leaders: 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 
Retail price $12.50 


Household Stapler 
with wall Dracket and 
1000 staples. 


Retail price $2.95 
Retail price $10.50 


NEW YORK 
World’s Largest Manufacturer of Staplers for Home and Office 
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What’s the difference between 


these two cans of linseed oil? 


Ore glance and you'll spot the difference. 
And so will thousands of painting contractors 
who prefer Pol-mer-ik above all other brands 
of linseed oil. The blue cap of course signals 
Pol-mer-ik Raw ... the red cap, Pol-mer-ik 
Boiled with its fast, eight-hour dry. 

The difference, however, may not be ap- 
parent to your handyman trade. “Linseed oil 
. . . is linseed oil” to many. And this may be 
costing you extra sales and extra linseed 
oil profits. 

When you suggest Pol-mer-ik with a paint 
order, don't let “I've got some in the base- 
ment’ kill your sale. Point out the many advan- 
tages of Pol-mer-ik . . . how both Pol-mer-ik 
Raw and Pol-mer-ik Boiled are pure linseed oil 
. . . how both have been super treated with o 


LON 
NET CONTENTS ONE GAL 





special polymerized oil which gives better brush- 
ing, better leveling, longer lasting paint jobs 
at no extra cost. 

And point out too how special drying agents 
make Pol-mer-ik Boiled dry faster than regular 
linseed oil : . . have made it the handyman’s 
favorite. 

Explain the difference between these two 
cans to your customers. They will appreciate it 
and you'll increase your linseed oil profits . . . 
create many satisfied customers. 


farcher- 
CE aniels- 
Mi idland 


700 INVESTORS BUILDING 
MINNEAPOLIS, MINNESOTA 


NET CONTENTS 


ONE GALLON 








GES 


> eae : 
eatiaaataaninaeaaaadadaaataddahemade oad cacoemossenaimriae 
Me OO a ee See 





HARDWARE AGE, NOVEMBER 21, 1957 









You'l| 
make 
48% profit 
on each 
tube they 
Squeeze! 





ALUMINUM 











RCULES'W” PLASTIC. ALUMINUM 
E BONDER WITH DIAMOND DUST 


A great product is born... Hercules Plastic Aluminum, 
only bonder with Diamond Dust. Actually dries tough 
as steel—harder than lead! The only bonder 
packaged with twin applicators, one tube to a 
streamlined billboard package—made to sell faster! 
Nothing is so versatile! 

Makes a smooth, permanent bond 
without heat on metals, woods, 
plastic, porcelain, practically everything! 

Fixes leaks, cracks, dents, repairs 
breaks. Perfect for the hobby-crafts 





SPECIAL INTRODUCTORY OFFER! 


48% PROFIT 


With every dozen tubes you order, get TWO FREE 


TOTAL RETAIL VALUE... $14.00 
DEALER COST ......... 


DEALER PROFIT ...$6.80 





























a must in every household! 


Ree 


ATTENTION WHOLESALERS: — 
Write Now for YOUR Big Profit Deal! HERCULES CHEMICAL CO., INC., 416 neaiven,? New York 13, N. Y. 
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MOTION backs you up all the way! e 


ADVERTISING e SALES AIDS 


GERING PRODUCTS, 
38 


INC., 


Kenilworth. 


N.J. 














New Cradled Decorator Casseroles 
And Beverage Servers Get 


BIG CHRISTMAS 
PUSH BY PYREX 


Seven big-profit items featured in 
full-color ads in national magazines! 


Here's the latest word in smart, glamorous new 
gifts by PYREX — designed to get you a lot 
more business this Christmas season. They are 
products your customers will be proud to give 
and to receive. So stock and display this new 
PYREX ware prominently for more profits! 


New PYREX Deluxe 
Carafe with electric 
warming tray. Holds 
12 cups. $9.95. 


PYREX Instant Coffee and 
Tea Maker, with or 
without warmer. Prices 
from $3.95 to $6.95. 


New PYREX Carafe with 
or without brass-plated 
base and candle warm- 
er, $2.95 to $4.95. 





New PYREX Cradied Dec- 
erator Casserole. ‘JT'ur- 
quoise with white pat- 
tern. 2% qts., $5.95. 





New PYREX Cradied 
Space-Saver Casserole. 
Yellow with black 
pattern. 2 qts., $4.95. 





New PYREX Cradiled Dec- 
orator Casserole. White 
with black pattern. 
Holds 1% quarts. $3.95. 





New PYREX Cradied Cas- 
serole. White. Has 
brass-plated cradle. 
14 qts., $2.95. 


CORNING GLASS WORKS, CONSUMER PRODUCTS 
DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. 
“PYREX" is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 


HARDWARE AGE, NOVEMBER 21, 1957 





Outlets twist in 
anywhere 
along its length! 































NOW! A “do-it-yourself” 
home-wiring system 


2 


PATENTED 


“Every inch an outlet” 


Here's a sales natural for the huge “do-it-yourself market” .. . 
electrical outlets that twist in anywhere they're needed. Thousands 
of homeowners know the convenience of an Electrostrip installation — 
yet nine out of ten homes still suffer from too few electrical outlets. 
In its new self-merchandising package, Electrostrip has no duplicate 
in the home wiring field. 





For the first time the strip is being offered where your customers can 
buy it easily—in your store. You get a 40% discount, charge 
customers less than $10.00 for a complete installation kit. Profit 
with Electrostrip now. For details write BullDog Electric Products Co., 
Dept. H, Box 177, Detroit 32, Mich., or see your electrical supplier. 

© BEPCO 
@ Package designed in consulta- listed by UNDERWRITERS’ 

tion with N.R.H.A. for effective LABORATORIES INC. 


display, compactness and visi- @ Each package contains 15 feet 


bility. 

Pre-sold by colorful national 
ads in such magazines as 
BETTER HOMES AND GARDENS 
and GOOD HOUSEKEEPING. 


Electrostrip carries GOOD 
HOUSEKEEPING SEAL and is 







— 


\ 


wl 


of strip, four twist-in recep- 
tacles and all necessary fittings. 
Order self-display cartons now. 
Five packages to a carton. 

For details write BullDog Electric 
Products Co., Dept. H, Box 177, 
Detroit 32, Michigan. 





















SIMPLE, SAFE! Electrostrip mounts on walls, moldings, any- 
where without breaking into plaster. It's neat, attractive, can 
be painted to match walls or woodwork. Outlet receptacles 
twist in or out in seconds. 








i 
| BullDog Electric Products Co. ' 
| Dept. H—Box 177 ! 
| Detroit 32, Michigan t 
. a 
' ; , t 
, Please send me more information on 
, Electrostrip. 
| Nome_ - etepencniia in inn ' 
i Company _ ae a - rn | 
i Address__ Oe aa fe ai a | 
. City Zone_ State_ i 
GRAPHIC DISPLAY PACKAGE and self-merchandising carton do a j , 
real selling job. Package displays strip in use, shows step-by-step installation. nn ee oe Ph ee ee ee ee 
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Reader sees leader 
in her book... 


Only Flexscreen pre-sells your customer year 
after year with big-league, big space advertis- 
ing in her favorite magazines! And this fall, 
Flexscreen adds more magazines, more full- 
color page advertisements —-to reach more 
home owners than ever before. No wonder Flex- 
screen is the only fireplace equipment brand 
that customers walk in and ask for by name! 


Smart stores catch her 


with this hook... 


Only Flexscreen gives your store all the pro- 
motion tools to help you attract — and sel] — 
the big fireplace accessory market. The new 
Fiexscreen “‘Promotion Planner”’ is crammed 
with displays, mailers, newspaper ads, promo- 
tion ideas —- everything you need to promote 
the profitable Flexscreen line in a big way this 
fall. Get your copy now! 


MORAL: 


Give your department 
that Flexscreen look! 


Only Flexscreen offers such a complete selec- 
tion of fireplace equipment — firescreens, and- 
irons, firesets, grates, baskets, lighters —- from 
one dependable source. Why fiddle around with 
a “‘second fiddle’’— when Flexscreen delivers 
the volume market at full profit margins. See 
your Flexscreen man — or write us today at 
1157 North St., Norwich, N. Y. 


Pre 


DANGEMUENUMNGR i: pays to feature 
ee oe the favorite... 
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NEW 50¢ OIL-SPRAY CAN 
MORE SALES FOR YOU! 





















Home-owners, do-it-yourselfers, 
are raving about ‘‘3-in-ONE’s’’ 
om new Oil Spray Can. 

, rae <r — Now it comes in a new conven- 
tat Sk ient size—-at a new low price— 
sells for only 50¢ for even faster 
: turnover. 








2 a 
ig. 


...18 ads like 
this pre-sell for 


you in Li FE 


PUSH-BUTTON 


p Ol sprit y 


i0N 
FOR RUST PREVENT! 
aN wan } 
R MORE EFFICIENT Pg 


Ta 





Eighteen ads like this in LIFE magazine—cram-full of 
old and new ways to use ‘‘3-in-ONE”’ oil—make more 
customers for you. 


No other household oil out-advertises ‘‘3-in-ONE.” 
None gives you a better deal. So stock it. Display it. 
See it sell. Oil up your cash register Mr. Dealer, and 
watch ‘‘3-in-ONE” oil make profits for you. 


“3-IN-ONE” OIL 


Another fine product of 

Boyle-Midway Inc., 

NEW YORK,N.¥. *  CRANFORD,N.J. ° j|j$BROOKLYN 
CHAMBLEE, GA. « CANTON, OHIO « CHICAGO « LOS ANGELES 
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New Convenient Size—New Popular Price 














FIX-IT TIPS 
with 3-in-One oil 





Oil crenk and hinges with penetrating 
“}-in-ONnE.” Frees things fast. Prevents 
rust. And the lubrication lasts and lasts. 





Electric shavers run smoothly, quietly 
with “3-in-ONE™ care. Highly refined— 
safe for the most delicate machinery. 





Electric sender, drill, saw—tools work 
better when oiled with “3-in-One.” Lu- 
bricates perfectly. Prevents rust. too. 





Keep guns in condition with a coating 
of “}-in-ONE™ oil. Contains rust-inhib- 
itor. Won't gum up. 


an fi naa 


"3:IN-ONE. OIL 
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You can get ‘em easier... 


immediate shipment and service of a full line of 
head styles, sizes, metals and popular finishes. 
All easy to store in the square-cornered 
American package with the easy-to-read labels. 


You can sell ‘em easier... 


because you can find ’em easier. Color-coded 
labels make it easy to service both your 
customers and your stock in less time, 

with more profit to you. 








AMERICAN SCREW COMPANY «+ Willimantic, Conn. 
CHICAGO, ILL. DETROIT, MICH. 
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Sales-Building 


DISPLAY 








ee 
















K-698 — Front: 
red swing panel, oyster-white fixed panel 


$20.00 VALUE 
oa 7 a oe i Without extra cost... the beautiful K-698 


Guardian Display Mount, complete with hardware, will be sent 
to you on receipt of your complete order for: 





5 cases of stock locks and latchsets 
including at least one case of Keyed Sets 
(20 sets per case) 





FOR Guardian 
LOCKSETS 


Reflecting the ultra-modern styling of the Guardian line of cylin- 

drical locksets, this handsome display mount shows your customers 

at a glance the rich effects possible on modern-finished doors. 
Will be supplied until December 31, 1957. 





P. & F. CORBIN Division Good Buildings 
~ aaa deserve CORBIN Hardware 
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MAKING NEWS 


wherever 
used... 



















TOLEDO No. 78 


Power Drive takes the toil out 
of threading, reaming or cut- 
ting. Put '/2" to 2" pipe in 
the wrenchless chuck, 
finger tight- 
en, turn the 
switch. With 
a TOLEDO 
Drop Head 
Ratchet Threader, 
threading jobs are 
turned out in seconds! 


TOLEDO No. 68 


eee =?” Power Drive is a real “bear” 
for work, a worm and ring gear 
assembly powered by a '/p HP 
reversible motor, housed in a 
light-weight frame. The No. 68 
will thread, cut, hoist, crank, 
pull, winch anywhere. (Weighs 
only 33 Ib.) Your customers will 
like its versatiltiy. 


BUILDERS OF THE WORLDS FINEST PIPE TOOLS 


Wve 


PIPE THREADERS - PIPE WRENCHES + PIPE MACHINES 
| = 








ae TOLEDO Heavy Duty drop 
» =~ forged aluminum pipe wren- 


ches are virtually as strong 
as steel - - but weigh just 
half as much! All popular 
sizes. Unconditionally guar- 
anteed, absolutely safe to 
use. A top seller! 


Toledo No. 22 Pipe Vise 
is built for rugged service - - 
weighs only 12 Ib. Yoke 
mounts quickly for right or 
left hand use. Acme threads 
and hardened steel jaws. 
Ve" to 2'/."" and 4" to 4/2". 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO 4, OHIO 











“A Good Line 
to Handle’’ 


GRIFFIN 


SHELF HARDWARE 


Poe 





Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware . .. mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 


your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You’ll 
, find your wholesalers like every- 





thing about the firm’s policy ... 
and you'll find your customers like 
the Griffin products. 


A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 
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...- WITH ACME STEEL CORRUGATED 
FASTENERS— Capitalize on the traffic building 
sales of Acme Steel Corrugated Fasteners. In a hard- 
ware store, more than any place else, one thing leads 
to another. By placing several cartons at different points 
in your store, you can call attention to allied items all 
the year around. Place cartons near your displays of 
hammer and tools, paint and sundries, garden tools and 
supplies, builder’s hardware and fasteners, or in any 
department of your store, and watch your tie-in sales 
go up. Acme Steel Corrugated Fasteners sell themselves 
and many allied hardware items, too! 

Read the chart and order your supply now! See your 


ACME 


STEEL 
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jobber or write to: Dept. HAC-117, Acme Steel Prod- 
ucts Division, Acme Steel Company, Chicago 27, IIli- 
teel Company of Canada, 


nois. In Canada, Acme 


ONE SALE JOINS ANOTHER 





Ltd., 743 Warden Avenue, Toronto 13, Ontario. 


Number per box 











Fastener Depth ; a : 
‘A 100 100 
%" 100 50 or 100 100 
YY" 100 50 or 100 100 
%” 100 50 or 100 100 
4,” _ 100 a 











(5 corrugations approximate 1”) 


Corrugated Fasteners are also packed in bulk, 500 to a carton 


CORRUGATED FASTENERS 











NEW for YOU! 


FURNITURE HARDWARE 
by at aultless 














Ring Up Sales 
With Bright Brass Finish Pulls 


A whole new chain of cash sales is yours when you 
display these lustrous Furniture Pulls for cabinets, chests 





and desks. Each handy-man needs several Pulls . . . has 
12 styles from which to choose. Develops other related 
product sales for you. 

Every Pull an exclusive style by a famous designer. 
Permanent bright brass luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inventory, stocking 
and selling Faultless Pulls, each piece is packed in a 
colorful, individual carton. Each carton top illustrates the 
Pull it contains, is identified with style number, and the 
Pull inside is wrapped in tissue work sheet. With identi- 
fying illustration and style number clearly visible, there 
is no need to open the package and disturb contents. 
Package is ideal for use on shelves or in open self-serve 
counters. (K189, K195, K199 and K200 are packed 
2 pieces per carton.) 


24 Popular Furniture Ideas 
FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet of 24 
easy-to-make furniture designs ready to scale and con- 
struct from simple materials. Planned to create greater 
demand and multiple sale of Furniture Pulls for you. 


oTARI 67% PROFITS COMING YOUR WAY TODAY 


aultieSS FURNITURE HARDWARE Division of 
FAULTLESS CASTER CORPORATION 


Evansville 7, Indiana 
Without obligation please send full particulars about the 
free Display Board with introductory stock of Furniture 
Pulls on which I can make a profit of 67% on my cost. 


My Jobber is 





Firm Name 
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X-I-M FLASH BOND 


is being used successfully os 
o Primer, Sealer and Under. 
coat on... 


Masonite 
Cement 

Cinder Block 
Masonry 

Wall Board 
Plywood 

Plaster 

Stucco 
Vermiculite 
Poreh Floors 
Bamboo Furniture 
Lown Furniture 
Window Sills 
Tropical Rugs 
Wicker Furniture 
Reed Furniture 
Steel 

Iron 

Tin 

Aluminum 
Galvannea! 
Galvanized 

Neon Tubing 
Brass 

Cadmium Coated 
Chrome Piated 
Downspouts 
Gutters 

Copper 

Glass 

Glass Tile 
Magnesium 
Porcelain 
Rubber Tile 

Zinc Coated 
Phenolic Plastics 
Swimming Pools 
Fiberglas 

Boats 








ee 








exclusively for dealers, 


PROVEN IN 


H. FORSBERG CO. 
5107 Lakeside Ave., Cleveland 14, Ohio 


és, | would like to have a copy of your X-33 circular prepared 
without obligation. 





Tell Your Customers . . . 
Theres NOTHING Sust Like 


4. FORSBERS 
" COMPANY 


Cle evelond 14, One 


You Can 
Confidently 
Recommend 


X-|-M FLASH BOND 

as the Ideal Primer, 

Sealer and Bonding 

coat for every painting 

operation on mos! 

any surface. 

Don't consider 

X--M FLASH BOND as 

“just another primer” 
it's in a 

class by itself— 

has been for over 20 years 

Next time any customer 

asks you for something 

that will make paint “stick” 

.. that will prevent and 

stop the progressive 

action of rust... 

that will stop Peeling, 

Popping, Blistering 

or Hot Spots— 

Confidently Recommend 

X-I-M FLASH BOND! 


You'll want to know afi 


THE FIELD about X-I-M FLASH 
FOR MORE BOND, what it can do, 

THAN how it fits in with your 
20 YEARS! line. Send coupon today. 


HA-I1 





Street 





City 


State 


Zone 





Made in Canada for Canadian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 

Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 
SUPPLY HOUSE LIMITED, Honolulu. 
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807 Bathurst St., 








Toronto. 
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STOCK THE SCREWS 


—_—__—oans HAT ORE 
, PRE-SOLD 
FOR You: 
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Month after month after month, fastener customers 
by the millions are being told the Southern Screw 
story . Many thousands of Southern users— 



























some of them your customers—have written to 
Southern for the free Technical Chart No. 4 to receive 
reliable and valuable information on how to 

select and use wood screws and sheet metal screws. 


So Southern is doing a double-barrelled selling job— 
helping “educate” your customers so they will 
make better use of more screws T telling them 
about Southern’s quality, permanence, and availability 
in leading hardware stores nearby. 
Stock the screws that are pre-sold for you! Sell the 
FULL Southern line that’s: 
Precision-built of finest materials; 
Packaged with the EZ to C© Label system; 
Pre-sold by powerful, consistent advertising; 
Shipped to you quickly from stock. 


Write for Southern’s Catalog and new Package Stock Guide. 


Address: P. O. Box 1360-HA, Statesville, North Carolina 


WOOD SCREWS ° ROLL THREAD CARRIAGE BOLTS 
WOOD & TYPE U DRIVE SCREWS ° HANGER BOLTS 


MACHINE SCREWS & NUTS ° TAPPING SCREWS 
DOWEL SCREWS © STOVE BOLTS % CREW COMPAWN Y 
Sold through Leading Wholesale Distributors STATESVILLE * WORTH CAROLINA 
Warehouses: 


NEW YORK @ CHICAGO e@ DALLAS e LOS ANGELES 
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You can count on prompt delivery when you order 
Bethlehem fasteners. That's because we keep huge stocks 
of general-line fasteners on hand to meet the needs of 
your Customers. 

You can choose from such a wide variety of items, 
because Bethlehem makes them all. Machine bolts. Carriage 
and lag bolts. Plow bolts. Nuts. Cap screws. We make 
these and other fasteners in a complete size range. 

Bethlehem fasteners are good, dependable fasteners. 
They're the kind your customers will like. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Stee 


Corporation. Export Distributor: Bethlehem Steel Export Corporation Bei. valpians 


aa av 


BETHLEHEM STEEL Hua 


paememee Se 
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Cfenuine Pin Tumbler Cecurity 












Peo : ul protection 
eo" . + @xtra-strength 
riveting. 

No. 2 

(Brass Case) $2.75 









th, SLA FI.5O Retail 


4" case. Strong, 
dependable. Patented 
protection against 
jerring open. 


. - Se ae Pa 
Ao fF 4 
eg sty FP f * 
“a . bare 5 
¥ . r 4 . 4 eS Ne. 4 
= ll . 
$4 Tt fa 
(Brass Case) $2.25 








In the “Secret Service” 


most powerful. 


—.- yet provides 
le protection. 


(Bress Case $1.75 














Nationally Advertised in Life, Look, Saturday Evening Post, 
' This Week, Parade, True, Time, Outdoor Life, Sports Afield, 
Popular Mechanics, Farm Journal, Boys’ Life, American Girl. 
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(Brass Case) $3.25 
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series, Master craftsmen bring together 


the two most famous principles of lock-making: 
1. Laminated case construction . . . recognized as the world’s 


2. Brass cylinder, pin-tumbler locking mechanism . . . acknow- 
ledged superior security. 


For the finest in padlock protection — offer your customers a 
Master “Secret Service” 


lock . . . mo greater security at any price. 


Ask your wholesaler 


OTHER OUTSTANDING “SECRET SERVICE’ FEATURES: 


® Tough, hardened steel shackle... 


super strength. 

Extra heavy solid brass locking lever. 
Cadmium rustproofing throughout. 
individually boxed . . . a colorful selling 
display. 

Available with 11/2” to 2." shackles... 
$3.00 retail per dozen extra. 
Master-keyed . . . $8.40 retail per dozen 
extra. 

Keyed-alike . . . no additional charge. 


9” attached chains . . . $3.00 retail per 
dozen extra. 








‘Master Jock Company, Milwaukee 45, Wis. ¢ “World: a Largest Padlock Manufacturers 
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M-88 Merchandiser Unit 


only $10.00 complete 
with Free Display Panel 


® Complete unit consists of 20 Speedbor ‘'88” 
wood bits for all electric drills in new self-selling 
Sellopak dress-up jackets with free display panel. 
Two each of sizes 4, %, 42, %, %, % and 1”. 
One each of sizes 6, %s, %, "s, %e and 6”. 
© Buy complete unit for only $10.00. Sell bits for 
$15.00. Make $5.00 gross profit. 
® Display complete unit in only 14%" of space on 
walls, door, peg board, end of island tables. 
® Displays complete stock on strong permanent 
hooks. 
® Panel is of sturdy all-metal construction with 3- 
color baked enamel finish. 
® Complete unit individually packed in shipping 
container. 

Shipping Weight: 3 Ibs. 
Remember: The Irwin Speedbor *'88"’ bores up to 5 

times faster with less power. 


Easy to mount on walls, doors, peg board, end of 
island tables. The first truly modern auger bit dis- 
play for the first truly modern auger bit package— 
the new and exclusive Irwin Sellopak. A combina- 
tion that lets you put hand and power bits on display 


Dee cond cas comet ores 
2 > tor 


ie 7 








88. HORCIIdS ‘ 





sers Free 


You pay only for small display stock 
of Irwin bits in self-selling Sellopak 


where they can be seen and sold. Stocks stay fresh 
and clean for fastest turnover, bigger dollar volume 
for you. You will want to put both of these Irwin 
Merchandisers to work in your store —so order 
today. Remember: The display panels are free. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 


M-62T Merchandiser Unit 


only $10.37 complete 
with Free Display Panel 


® Complete unit consists of 13 fastest cutting 62T 
hand brace bits in new self-selling Sellopak dress- 
up jackets with free display panel. One each of 
sizes 4, He, %, Ke, “a, Xe, %, Mor Ya, Her Yr He 
and 1”, 

© Buy complete unit for only $10.37. Sell bits for 
$15.56. Make $5.19 gross profit. 


® Display complete unit in only 14%” of space on 
wall, door, peg board, end of island tables. 


@ All metal construction with 3-color baked enamel 
finish—will last for years. 


® Displays stock on strong permanent hooks. 


© Complete unit individually packed in shipping 
container, 





Shipping Weight: 4 Ibs. 


Remember: Irwin 62T auger bits are made with a 
balanced cutting head for fastest boring action. 
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WASHINGTON 


HARDOWARE(9 





This is store trattic, the kind Washington Hardware generates 
when it puts on a promotion. 


How to make a sale sizzle 


When Washington Hardware 


puts ona promotion the whole This is the kind of thing that goes on all too 


often when a dealer gets around to working up 
a promotion: 

Ho-hum, time for another sale, said the dealer 
why: with his eye on the spring calendar. 
(Continued on page 52) 


city of Tacoma reacts. Here's 
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How to make a sale sizzle 





(Continued ) 


What happened next? 

A hastily prepared ad was set up for one in- 
sertion. 

Markdowns 


items. 


were taken on some dog-eared 

A 15-minute sales meeting was called. 

A handful of sale signs was sprinkled about 
the store. 

The sale flopped, of course. 

It didn’t have any of these ingredients that a 
sale must have to succeed: 

(1) 
town. 


True values that lure customers down- 


(2) Month of planning. 


(3) Exciting advertising and 
maintain interest. 


promotion to 


(4) Store housecleaning and preparation. 


- 


(5) Pre-sales training classes. 


Quite the reverse happens every time Wash- 
ington Hardware, Tacoma, has a sale. 

Washington Hardware sales are events that 
the whole city eagerly awaits. 

Washington Hardware has 10 important sales 
a year, such as: 

Tacoma Days. 

Washington’s Birthday. 


Crowds jam the sidewalk before Washington 
Hardware, eager to buy merchandise adver- 
tised in newspapers and on the radio. 


ant 
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SOMETHING EXTRA 


TAKE A 
SECOND 
LOOK 
AT OUR 


ADS 








Thurs.. 
Feb. 
2ist 














Sj A 
HARDWARE 2x 


PACIFIC 
Teaser ads built interest for full page advertisements 
announcing special promotion values. 





St. Patrick’s Day. 

Birthday Sale. 

Santa In August. 

Here is why these sales are crowd-packed 
events. These are ground rules and ideas for a 
sparkling sale will work in your store: 
© The sales are planned four months in advance. 

(Continued on page 54) 
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Popular items, bargains, special features (see 
arrow) highlight full page advertisements 
that get crowds to Washington Hardware 
ready to flood store minute doors are opened. 
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WASHINGTON HARDWARE...OPEN TOMORROW 9:30 A.M. °TIL 






































































































































. WE CANNOT TELL A LIE . 
PRIZES oe KTAC THIS IS OUR BIG, 1-DAY SALE of the YEAR! 
ALL NITE TONITE and selphestielemaenene 
ALL DAY FREE PRIZES! ...Come Early! MONTHS OF SPECIAL 
ly PURCHASING HAS MADE 
yo " y y > TO THE FIRST 
aleene «2 vf! Ta ~ Tomorrow NYLON HOS 4 200 WOMEN! THIS EVENT POSSIBLE! 
. ~ ¢ Y (First Quality 6@ Guage 16 Denier) 
: ‘ 1i', heurs of terrific 
j ™~ , | +: . 
See) pect rom Qinx SCREWDRIVER SE ott ora 
SS) ; TO THE FIRST 200 MEN! " = 
se f : rare. 
y pong 7E DOLLAR GIFT CERTIFICATES: PARKING at a e: 
850 0:38 am. «9 pm. * With purchase of 25.08 or more tn Ap- ~~ CN ALL DOWNTOWN ay fe oe és 
on your pliance or TV department you reeeive A>, STREETS ... ALL DAY 
Dial! <> PRIZES! right to burst = baileen...12 owt of 5@ |) and EVENING (Parking Meters Not Operating) 
Ye 




















contain a 5.00 gift certificate. 



















































FREE PEPSI COLA! a QUTERILAY PUREIS Cn CAME Cony. 99 
5¢ HOT DOGS! FREE HOURLY PRIZES! ato ° 

CARSTENS BEST! Red Hot! EACH HOUR WE GIVE AWAY SUCH PRIZES SKIERS ...GET SET FOR THE WEEK-END! , 
AS SLEEPING BAGS, SILVERWARE SETS, MEN'S SKE JACKETS, Beg. 15.95... occ ccc cee eeneee 1.22 

OUTBOARD MOTORS FIREPLACE SETS. MEN’S AND MEN'S SKI PANTS and PARAS, Beg. 19.95............... 10% Off 
‘ WOMEN’S CLOTHING! MEN'S SKI PARKAS, Reg. 14.95...................... ialiatia 7.22 
only, come DOMIN'S GME PANTUS, Beg. B5.0G.............c.cccccccsccscessseess OSD 
early (real early!) MEN'S SKI TRAM COATS, Reg. 24.95 ..........0.0000000 000. 14.22 
: SKI and CABLE BINDINGS, Children’s, Reg. 12.95 8.22 
MEN'S SUEDE JACKETS, Reg. 24.95.......14.22 ywood 16’ BOAT Puget Sounder AFTER-SKI BOOTS, Men's, Women's, Red & Black, Reg. 4.95 2.22 
MEN'S COTTON JACKETS, Reg. 16.95..... 2.22 ae Ns =oe SKI BOOTS, Broken Sizes, 44 pr. only, Reg. 19.95 ne 
BRAND NEW! MAHOGANY PECK.............. 485 Valance SPECIAL ITEMS, Bek Buckles, Jewelry, T-Shirts, etc........ ae 
> Th hy BADMINTON SETS, Nylon Strings, Beg. 5.40 .................. 3.22 
G EXTRA| | REDUCED $22.00 per Hoty, | ciitror cansun, sires, Pectve Nota neg. tase... aaa 

é Reduact AM. 




































































































© WOMEN’S SLACKS, Orion and Wool, Beg. 14.95............ 
CLOTHES i 1 te a custemer on all .22 tems) 
PRYER © CSREES He ee Se) Sa Se SE60........0655 | ieee eee HOES. 
29 You © WOMEN’S SWEATERS, All-Wool, Reg. 6.95 ................. 3.22 | WEEDERS, Req. to 2.05 29 ce 
» Deliver © WOMEN'S NYLON PARKAS, Reg. 15.95...................... 7.22 
ASST. NAILS 
—aoniet © WOMEN'S SKIRTS, Reg. 12.95 10 15.95..:0..000.0000.--.. wi = «6S 
BALLS 3/.92 @ WOMEN'S BERMUDA SHORTS, Reg. 8.95 to 11.95......... 4.22 SPAatE Bab GARDEN moan 
cra ttt @ WOMEN’S SKI PANTS, PARKAS, SWEATERS, MITTS, 40% OFF on Reg. 3. + YY 
BOWLING BAGS 22 Reg. 5.93.........2.92 
Reg. 0.50 .....+- 29 WOMEN'S BARGAIN TABLE 29 73° fa 3.92 
on Bieuses, Pedal Pushers Etc. ea. 
cnequer sere e . 80 Ibs. NU-LIFE FERTILIZER 92 4 EES 
REAL albeep Ute actee pas ane Eng, 628. 2 SOUS an 
poownals, 3 » a ‘Byayd IN A) 
| BELMETS .. 5.95 REIZY¥ SET OF 6 STEAK KNIVES 82 as 
SUOULBER PAB, Reg, 9.65.. ee i a 3 Spe 
LOAFER SOX, Adults’, Reg. 3.50............ 1.82 PRICES AR ‘ 
MEN'S DRESS SOX, Reg. .78................ 48 SPICE RACKS, Rejects, Reg. .41.....09 Ae 


MEN'S SPORTS COATS, Reg. 35.00........18.22 — "chebe GARDEN WHEELBARROW, rub. tire, reg. 12.95, 6.82 



















MEN'S SLACKS, Reg. 16.95................. 5.22 | Limit one to - 

MEN'S CAR COATS, Reg. 19.95............. 10.22 | « custemert -#, Elee. LAWN TRIMMER, reg. 21.95 .......... 9.22 
MEN'S JACKETS, Reg. 10.95................ 2.22 | 18” Gas Powered Mower, . HOBBY HORS 1135 

Men's Orion JERSEY SHIRTS, Reg. 16.95.. 4.22 pay cag bape etna E, Reg. EL Sa 
Men's Pi. RAIN JACKETS, Reg. 2.95....... 28 | Shem na’ 12.88 + 


MEN'S BAYON JACKETS, Reg. 14.95...... 7.22 


Free! Paint Reller and Tray with purchase of} i gal. 
lon or more of Ful-Coler wall paint 23 gal. 


SOMETHING EXTRA 
ELECTRIC RANGES 


Ne deliveries, take with yea ¢ 
«++ Hemlt ome to « customer. EA. 








SOMETHING EXTRA | ser'sec"ree" izes." 7.85 


GUN SCOPES — 44" 












































































. BOOTON W 
Hockey Siiche QD | CARMY-ALL BAGS, Reg. 2.95 - 6.95 Usbroahahics elect at BO" 
Non aa CUED GUI, Reduced tee Tele Sabet WAGNER WARE. — 
Reg. te 10.95 
=e Ghose 3 Assorted Scope Mounts ........... bpocssosecccscecccccessec te OM Chicken Fryers, Butch Guam Gan. 4°? 
Meg. 7.50 ...... i “FRANZITE” PISTOL GRIPS ....................... -.........Yy Off Sauce Pans. 8” Skiliet, Gourmet Pin 
; WOMEN'S UMBRELLAS, Reg. to 3.95 ..... 0.0.6.6... ccc eens. 2.52 | 6-pe. Set LIBBEY GLASSES 
Beare Uonte 13” we ‘. 1.95 1.22 Meg. 1.25 Set ........ 2. . 0.6005. 22 
. sacket MEN Ss SLifa . ee ee eee eee ee ee eee ee eee pr 
Re 32.85 ...- 
« MEN’S GOLF IRONS, No. 4, 6, 7, &, Beg. 8.00 .............. ea. 1.22 RITZ BATH SCALES, Reg. 5.95.. 4.92 
oY, mM ys i) : ( OOKTE 
= Se. Bead Salt Water MEN'S GOLF WOODS, Neo. 4, Beg. UB-56 ....... 6.6666. c nnn. ea. 1.22 JARS, Reg. 2.25 ...........1.92 
37 Moas wu 
4s Uy aee tees... LQ” | GOUur CARTS, Folds, Reg. 29.95 ....... 66. .cccccccccececeeeees sess | De cee cares, ai 
SPALDING GOLF BALLS, Reg. 1.25 (Seconds) ......... 3 fer 2.22 S STEP LADDERS, Reg. 6.25....... 1.92 
a aes BOY 22 MEN’S GOLF SHOES, Brooks, Beg. - 12.50 ..............666005. 9.22 @ STEP LADDERS, Beg. 7.50 ..... 5.92 
; rays, . 7. 
: Spe. WOODEN BOWL SETS, Reg. 7.95............5.43 
3 “ APPLIANCE x , 14” PIPE WRENCHES, Reg. 3.95.................... 2.52 
PLASTIC AIR MATTRESS, Reg. 3.95....... 2.22 
Soot ont @ aim MATT.. Reg. 11.95.. 7.22 DEPT. oP EN TOMORROW PEARLWICK HAMPERS, Reg. 17.65............... 8.82 
| ubber AIR MATT., conten 9:30 A M "TI L 9 P Mi PEARLWICK WASTE BASKETS, BATH 
GYM rari NAS, Reg. 1.25 CeeCeeeeeeeeeeeeees 49 Reg. 12” — - STOOL BRISH BROLDERS, Reg. 7 
- SLEEPING BAG, Reg. 28.50................. 2 Seeesh ennai ves 
FISH CREPLS, Reg. 3.50. -.............6..655 Ae eommaanm. 1955 Evinrede 15 
some a a ine 1998.23 
‘TOLEX’ LUGGAGE, Vinyl! Plastic! ay 1947 Sohnece, 18 inp 22.58 
26” PULLMAN, Reg. 29.95.............. 17.50 39.06. O15” SKHSaw, 
21” WEEKEND, Reg. 21.95.............19.50 er AOS + ++ 4808 
“Laske”™ Blect. 
14” VANITY, Reg. 20.95...0.0.........120 SRHLLET HARDWARE co. 8 Oe 
(3-PC. SET, Reg. 72.85......99.00) non “a1” 9' AND PACIFIC EST.1872 mT, ~ - SERRE ces 
30.95... Py baconts 
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How to make a sale sizzle 





(Continued ) 


® There is always a good reason for the sale 
(season, anniversary, holiday). 


© Distress merchandise or bargain items are 
bought in quantity from wholesalers and manu- 
facturers for rock-bottom prices. This allows 
Washington to promote low retail prices while 
maintaining regular margins of profit. 


© Department managers and salespeople meet 
monthly to review new promotional ideas. 


e Full-page ads are preceded by a series of 
teaser ads, to heighten readership of main ads. 


© Ads bristle with bargain priced merchandise, 
giveaways, and unusual specials. 


© Spot radio announcements aid newspaper ads 
in creating store traffic. Broadcasts are heard 
directly from store display window during busi- 
est days of sale. Announcer broadcasts mer- 
chandise super-specials whenever traffic slows. 
This was used early in 1957. 


e Unadvertised specials, early-bird specials, and 
hourly prizes are used in-store and on radio 
(“first customer who brings us a cherry pie 
gets washer for 22¢”) to increase traffic during 
lulls on sale days. This, also, was used in the 
Feb. 22 promotion. 


© Telephone orders not accepted. Bargain items 
must be carted home by customers, regardless 
of their bulk. These methods build traffic, cut 
delivery expense, 


® Seconds and used appliances advertised at 
penny prices on a first-come, first-served, as-is 
basis to pack the crowds in early. 


® Extra hours (9:30 to 9) added to give work- 
ing customers a chance to buy bargains. 


° An after sale meeting of all personnel brings 
out suggestions to improve the next sale. 

Typical reactions: “‘We need more cash regis- 
ters,” and “We’ve got too much stock on sample, 
Customers make a mess of displays.” 

Each employee is asked for 10 ideas on ways 
to improve the next sale. Not all are good ideas, 
but many are workable. 

Washington Hardware held a_ spectacular 
Washington Birthday sale this year. Since Feb. 
22 is the date, 22¢ pricing figured in a majority 
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of sales offerings. Early-bird customers could 
buy a used shotgun or major appliance (in very 
limited quantities) for just 22¢. 

Idea behind this is simple sales magic: Build 
up excitement and line up customers on the side- 
walk before you open the doors. 

A few customers will get bargains, certainly, 
but hundreds or thousands of people will jam 
the premises. Most of them will buy something, 
if you are offering real value in your sale mer- 
chandise. 

Washington Hardware didn’t stop with bar- 
gains, for this store wanted a customer for every 
square foot of floor space. Ads told the public 
that the first 200 women in the store would get 
a free pair of first quality nylon stockings. The 
first 200 men got a screw driver set. 

In order to win grand prizes and hourly prizes, 
customers had to be in the store. This kept 
traffic lingering much longer than usual. As 
customers lingered, they bought merchandise. 
Every fixture in the store had some type of 
sale item of recognized value. 


Full margin on the bargains 


Washington Hardware prepared for the Feb. 
22 sale by long months of combing markets for 
bargains. This sale, like others, had some items 
on which the store took a slim margin of profit. 
However, by shrewding buying the store was 
packed with bargains, at bargain prices but on 
which the store made its usual percentage of 
markup. 

Where did Washington Hardware get its bar- 
gains? 

Where can you get bargains? 

Many manufacturers and wholesalers from 
time to time are overstocked with certain items. 
Possibly it is a number that did not click with 
the public. Possibly the manufacturer has heavy 
cancellations of orders. Possibly it is an end of 
the season overstock. 

Whatever the reason, this is good, sound mer- 
chandise packed with value at a reduced retail 
price. Manufacturers and wholesalers are will- 
ing to put the merchandise out at special prices. 
These bargains are the backbone of a sale, en- 
abling the dealer to put out good values at lower 
retail prices, yet make regular markups. 

Washington Hardware made buys, like these, 
for its Feb. 22 sale, and began planning four 
months before the event. That planning includes 
ways to pull in store traffic. This was done with: 

1. Newspaper ads. Teaser ads were published 
ahead of full-page insertions the day before 
the sale. 

2. Radio. A Tacoma radio station moved in, 
complete, in the store, the afternoon of Feb. 21 
and stayed there until the morning of Feb. 23. 

The radio station played records, gave the 
news, and many spots were used to promote the 
Washington Birthday sale. 

The station also was fortified with special 
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spot announcement to pull in traffic on the spur 
of the moment. 

Store traffic faded a bit right after the noon 
lunch hour Feb. 22. The dise jockey pulled off 
the record and put out a flash announcement 
that the first woman to come to Washington 
Hardware with a cherry pie would be permitted 
to buy an appliance for 22 cents. 

The store manager was driving back from 
lunch when he heard the announcement on his 
car radio. By the time he reached the store there 
was a woman, cherry pie in hand, claiming the 
award. And there were plenty of other custom- 
ers jamming the store. The award winner was 
just pulling the pie from the oven for a belated 
family lunch when she heard the radio flash 
announcement, and headed for the store. 

Later in the day snow fell. Again, the radio 
was used to boost traffic immediately, with an 





announcement that another appliance wouid be 
sold for 22 cents to the first person bringing in 
a 3-foot snowman. 


The cost of the prolonged radio service came 
to just under $1,000. The value was in broad- 
casting the customary type announcement of sale 
values, and in a fast build up of traffic whenever 
it slacked off. The end result of the joint news- 
paper and radio promotion was peak traffic at 
all time exposed to the featured merchandise 
stocked by the buyers. 


The store still merchandised the sale, manage- 
ment-wise, afterwards. The ideas of employees 
were sought on how to improve sale promotions. 
Each employee was asked to write 10 ideas for 
improving future sales. This enabled manage- 
ment to pick up valued ideas to make future 
sales even more successful. End 





A 200d store can do better 


2 


How long has it been since you took a long 
look at your store, the way your customers 
see it? 

Do little things like occasional traffic jams 





Focal point of dramatic new floor plan is ‘streamlined check-out counter. 


make you wonder if you have the best layout? 
Even a good, fairly new store can use a 

check-up. 

After careful analysis and a second look at 




















Here’s an example of how a simple rearrangement of fixtures, aisles 


and check-out counter gives an entirely new look and better 


sales volume to an already prosperous hardware store 


their store layout, the management of Street 
Supply in South Hadley Falls, Mass., decided 
on improvement. 

Traffic was not flowing as smoothly as the 
owners thought it should. Customers were 
bunching up at certain points, and certain items 
were not selling as well as had been planned. 

Islands faced the front of the store and were 
spaced for aisles running from the front to the 
rear of the store. However, cross-store traffic 
was blocked off in some places. 

This not only caused a customer to walk 
around one island to reach another, it also 
limited his view to that display which was 
directly in front of him. 

Now, when a customer reaches any corner of 
the store, he has an unblocked view ahead and 
to either side of the floor. This is true because 
displays now run parallel with the left side wall 
of the store. Displays are lower, and aisles are 
wider in every direction. 

The most notable change in the “before and 


after” story of Street’s came about in the front 
of the store. 

Before the move was made, the first thing an 
entering customer saw was the cashier’s booth. 
There was attractive impulse merchandise in 
the area, on the floor and on counters and 
islands. 

Yet, the cashier’s booth dominated the middle 
of the entrance way. There was, perhaps, an 
implication that Street’s was more interested 
in having a customer pay than to come in and 
look around. 

In the changeover, the cashier’s booth was 
enlarged and moved near the exit. 

Before the changeover, the cashier was also 
the wrapper, with only enough space to work 
alone. When more than one customer ap- 
proached the booth at the same time, one would 
have to wait, or a clerk on the floor would do 
the wrapping where and as best he could. 

The new sales-cashier counter is large enough 

(Continued on page 58) 


Tools were moved across store, expanded, and put in bins that were slim enough to allow easy access to 
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Before rearranging 
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After rearranging LL “Bs 
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OFFICES ‘ Store rearranging 
& SERVICE AREA Here is startling proof of the 
L value of rearranging a store. 
= = Put yourself in the position of 














a customer entering this store 
before being rearranged. Now 
put yourself in the position of 
a customer entering the store 
after it was rearranged. See 
how easily traffic can flow to 
the rear of the store, also in 
cross aisles, with the checkout 
counter seen only on leaving 
the store. 
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Lower displays, wider ais/es, 


A good store can do better 





for the cashier and two wrappers. As many as 
three customers may now be served at once. 

The move was made quietly, with no inter- 
ruptions to normal sales activity. Although 
shifting of material from one island or space 
to another was extended over several days, the 
rearrangement of all fixtures was accomplished 
after store hours on two successive days. 

Although management did not plan it that 
way, the impact of the changeover was more 
emphatic than if the store had made a promo- 
tion of the change, or even held a special! sale. 

“Just about every second customer had some- 
thing to say about the rearrangement,” said 
Bill Williams, manager. 

“Some wanted to know if the store had been 
enlarged. Others asked where the additional 
space had come from. Customers seemed freer 
to browse and our sales, which rose 20 percent, 
reflected it. 

“Power tool sales, 


9? 


Mr. Williams went on to 


volume without shutdown or major expense. 
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(Continued ) 


say, “jumped about 25 percent when the display 
was moved into the center of the store, where 
customers could see it better.” 

Street Supply also discovered that pilferage 
from the power tool island dropped to nil after 
it was moved. Only bulky, hard to handle items 
are now on display in out of the way spots. 

There is a moral to this story for every 
dealer who has a fairly modern, well-equipped 
store. Sometimes only slight rearrangement of 
existing islands and gondolas will give your 
whole store a new look. 

And this new look can have plenty of practi- 
cal value, too. The way you arrange fixtures 
and aisle space determines the way traffic will 
flow. 

Slight changes in layout can halt bottlenecks. 
Expense-free rearrangement can open up your 
whole store to customers’ view for more impulse 
sales. It can have your customers asking: “Have 
you remodeled your store?” © End 


and front-to-back overall layout has given Street's 20 percent more sales 
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How to 





You want to increase your display space be- 
cause more display brings more sales. 

Yet you have no room to expand. Your prob- 
lem is how to stretch display area in your 
present store. 

Can it be done? 

Yes. 

Many dealers expanded their display area 
without adding one extra square foot of floor 
space. They did it when they thought they had 
achieved maximum displays in their existing 
facilities. 

At Potter’s Hardware, in Westwood Village, 
Calif., a combination of ideas led to increased 
display area. Owner Jack Potter designed and 
installed new fixtures and perforated paneling. 
He consolidated storage space. 

Many of these ideas are illustrated on these 
pages. 

New display islands were basic in enlarging 
display area. 


STRETCH 





your display area 


The islands are 24% x 6 ft. Often they are 
arranged in combinations of 5 x 6, 5 x 12 and 
10 x 12 ft. 


Each island is made of plywood and pipe. 
Built into the base at each island unit are 
drawers for overstock. The drawers provide 16 
cu ft of storage space in each unit. A shelf 
directly over the drawers combines display and 
open storage. 

Over this shelf is the main display shelf. 
Occasionally Mr. Potter adds another shelf or 
two for still more display area. The shelves are 
the see-through type. 

Mr. Potter added perforated paneling to the 
walls and all pillars for hanging merchandise 
or installing adjustable shelving. 

Storage area in the basement was consoli- 
dated with storage area on the mezzanine. This 
made more display space in the basement. It 
also eliminated duplication of storage. 





For examples of how this was done, turn the page » 
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How to stretch your display area 








Owner Jack Potter. He designed 
the fixtures. 


» 


Basic units set back to back around 
a pillar. Perforated paneling on 
pillar adds to display area. 





(Continued } 





Potter's island display units with upper two shelves added to standard unit to increase display space. Shelves are 
mounted on pipes. 
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Perforated paneling in 
front of long handle 
garden tools provides 
space for short handle 
tools. 


Magnets mounted in 
the display wall create 
| this unusual cutlery 
display. Knives are in- 
dividually mounted on 
racks. 
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Perforated paneling on 
walls allows for large 
display of closet ac- 
cessories. 
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Store Modernization 





A 1957 store front 
on an 1889 building 


This is how the front of the store looks today. 


Remodeling a store presents 
many problems. The older the store, 
the greater these problems and the 
more of them there are. 

Some stores built more than 20 
years ago present special problems. 
For instance, these stores do not 
have their floor level even with the 
sidewalk. Usually the store interior 
is several feet above the sidewalk. 
A series of steps leads from the 
sidewalk to the front door. Also, 
the windows are higher than the 
low level windows currently in 
vogue. 

Thus the remodeling problem 
facing many dealers whose stores 
are in buildings such as this is 
whether to lower the floor or in- 
stall a store front that will look 
modern but still fit in with the old 
floor level. 

Burton and Godfrey Menzel, 
brothers who operate Menzel Hard- 
ware Co., in Oshkosh, Wis., faced 
this problem. Their store is in a 
building erected in 1889. Four 
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steps led from the sidewalk to the 
front door. They had to decide 
whether to lower the entire store 
floor or build a new store front that 
would give a low level appearance. 

The Menzels decided against 
lowering the floor for a number of 
reasons. Chief considerations in 
their decision not to lower the floor 
were the disruption such a move 
would cause in store operations and 
the cost factor. 

In planning their new store 
front, the Menzels decided to move 
the steps from the outside to the 
inside of the store. They used one 
step for the walkway entrance lead- 
ing to the door. There are only 


This is the stairway inside the front 
door leading to the sales floor level. 


> 


three steps inside the store with 
metal railings on both sides as a 
safety measure. 

The level of the windows was 
lowered 6 in. to make viewing 
easier from the sidewalk and to 
give the store a visual front appear- 
ance. A railing was installed be- 
hind the windows inside the store 
to set off the two levels. 

To give the store’s exterior a 
more modern appearance, the Men- 
zels chose corrugated strips of 
anodized aluminum. The vertical 
corrugations are 4 in apart and the 
surface between them is slightly 
concave. A new sign tops the store 
front. 

Now the store’s exterior has a 
low modern look. The visual front 
windows are particularly effective 
when the store is lighted at night. 

Inside, the Menzels installed grey 


This shows how the window level was 
brought down below the selling floor 
level. Railing at back retains visual 
front appearance, yet keeps customers 
from stepping into window. > 


and black flecked tile over the floor 
to blend in with the store’s modern 
exterior. 

Total cost of the modernization 
was $4000. 

Did the modernization invest- 
ment pay? 

The Menzels think so. Since the 
change, they report store traffic and 
sales volume have both shown 
marked increases. °eEnd 
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What would you do if you had a 


Trading stamp center next door ? 


We asked readers how they would answer this 


question. Here are their answers to this problem 


“Right next door is a trading stamp redemption center. What should 
I do?” 


This tough question was asked by a reader in HARDWARE AGE, Sept. 
26, p. 65. In an effort to answer this question in the most helpful man- 
ner, HARDWARE AGE asked other readers what they would do if they 
faced this problem. 


The response was tremendous. Replies came in from all sizes of stores 
in many parts of the country. Several wholesale salesmen and some 
manufacturers also sent us their views. 


Selecting the letters that were especially interesting and helpful, yet 
at the same time logical and practical, was a difficult task for the editors. 
However, after long study of all the letters, the ones published on these 
pages were selected as being the most useful answers to the question. 
Several other letters in this group were published in the issue of Oct. 
25, p. 115. 


A check for $25 is being sent to each of writers of the letters printed 
on these pages. 


Here is how these dealers would handle this problem 





—> 
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to handle this problem of a trading stamp redemption center 





Here are more letters from dealers giving added ideas on how 


. we have a stamp center across the street.” 


Dear Editor: 
Here are the things we would do if we had the 
stamp problem: 


(1) We would put ourselves out to be a good 
neighbor. Offer to loan stepladders, etc., and 
little courtesies to help the stamp people get 
started. 

(2) We would forget about them as a com- 
petitor and continue to run promotions, etc., to 
increase our business. 

(3) We would appreciate the additional 
people the center would bring to our trading 
area. 


(4) After some time had elapsed, we would 


wish that another trading stamp redemption 
center would set up shop on our other side and 
bring still more people to our area. 

As you requested in the article we wrote this 
letter in terms of what we would do if we had 
the problem. Actually, it is a resume of exactly 
what we did do. Our sales are still consistently 
running ahead of previous years. 

We have a major brand trading stamp re- 
demption center directly across the street from 
us. 

Harold Dumond 
Owner 
Dumond’s 


Richmond, Ind. 





. stress that you are a service hardware store.” 


Dear Editor: 

I would like to make the following sugges- 
tions: Stress the fact that you are a service 
hardware store and concentrate on rendering 
service to your customers. 

Specialize in carrying the items that a stamp 
redemption center couldn't possibly cope with. 

Develop your rental business. Rent sanding 
machines, wallpaper removing machines, lawn 
rollers, spreaders, stapling guns, duplicate keys, 
etc. 

Glaze windows of all types, especially the 
aluminum windows which many stores don’t 
want to bother with. 

Study up on gardening so that your store is 
known as a gardening center where one could 
get free advice on planting, etc. Once you have 
the customer in the store, it’s up to you to sell 
all the needed related items. 
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Our store lends a lawn spreader and roller 
free with each good sized seed order. 

Have your customers know that you will mix 
paint for them in any number of colors. Stress 
color. Stress the fact that your wallpaper books 
contain thousands of patterns from which to 
make a selection. Keep your prices in line. Make 
sure that your store is immaculate and that your 
windows are always appealing and attractive. 

Spend less time on worrying about the fellow 
next door. The traffic from his store should be 
turned into an asset for you. Spend your time 
and whatever money you can on advertising. We 
have found direct mail to be the most effective. 

Very truly yours, 
Mrs. Milton Falk 
Falk’s Hardware 
Medford, Mass. 
(Continued on page 66) 
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. it is going to bring traffic from outside your area.” 


Dear Editor: 

The dealer next to the trading stamp store is 
sitting on top of an opportunity that few dealers 
can hope to enjoy. 

Look at the facts: 


(1) The redemption center is going to dis- 
tribute a certain amount of items that you sell 
regardless of where it is located. 


(2) The fact that it is located next door to 
you is going to bring traffic by your store from 
outside your regular trade area, thereby 
broadening your sales potential. 


(3) The redemption center doesn’t sell any- 
thing. Its customers are restricted in what 
they select to the number of stamps they are 
able to save. 


With these facts to work from, your pos- 
sibilities begin to develop. Stock the identical 
items found in the center. Customers going in 


the center will almost always have to choose 
from a number of items they want. 

Coming out of the center, they should see 
your items captioned “No Stamps Needed—Lasy 
Budget Terms.” 

Two things are necessary to make a sale: 
The customer’s desire for the product, and his 
ability to purchase it. His desire is kindled by 
the stamp redemption center, but his ability to 
purchase is limited to the number of stamps 
he has. 

You pick up the desire developed by the stamp 
center and add the ability to purchase through 
budget terms. 

Let the stamp center collect their customers’ 
stamps. You collect their money. 

Cordially, 
Albert C. Eagan 
Modern Home Hardware 
Hapeville, Georgia 


. other places are more competition than stamp stores.” 


Dear Editor: 


This problem is something similar to what a 
hardware dealer here in Louisiana faced having 
his store so located that Sears was across the 
street in front of him and Montgomery Ward 
across the alley in the back. Believe it or not, 
he made money out of it. 

That dealer made friends with the clerks of 
both stores of his competitors and if they didn’t 
have an item they would send the shopper to 
him. This case is a little different due to the 
fact that the stamp customer thinks he is getting 
something for nothing. But on the other hand 
it could be made to work for the dealer. 

He could work on the items that tie in with 
the merchandise given with the redemption of 
stamps. Take, for instance, an iron. If a cus- 
tomer mentions an ironing board and doesn’t 
have enough stamps to get it, the stamp store 
clerk could say, “You can get it at the hardware 
store next door.” 

Why not let the hardware merchant put in a 
repair department for small appliances or any 
other key items that those customers get at the 
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stamp store? Or, why not let the hardware mer- 
chant work up a trade with those people who 
get an item they don’t particularly want, but 
which is a good saleable item, such as a step 
stool of a wrong color. Why not trade with the 
customer allowing him a fair price for his stool 
on one that che hardware store has to sell. Some- 
times it would be possible to trade up. 

Also try to work every sale on a tie-in basis. 
Say the stamp customer got a toaster and a 
lawn hose, and dropped in the hardware store 
to look around. He could offer him a cover for 
the toaster and a nozzle for the hose. 


Stay off stamp store lines 


It might be helpful if the dealer had a line 
of good quality private brand merchandise that 
the stamp store cannot get. Also, in other lines 
try to stay off the lines that can be had at the 
stamp store if he sees they aren’t selling in the 
hardware store. There is quite a number of 
good lines to be had that a stamp store cannot 
get. 

The main thing to remember is for the per- 
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... because every single one of these famous 
67 Hamilton-Skotch products is an “item promotion” that 
is essential in the daily life of every American 


family, everywhere in this land. No other brand name 11 East 36th Street 


f New York 16, N.Y. 
offers such variety, such a blend of the pleasurable 0 Please forward your complete color 


with the useful. Quite naturally, it follows that to stock 0 actin your representative call. 
and feature each of the 67 Hamilton-Skotch My jobber is 
products is to extend immeasurably oe 


Address 
your opportunity for all-year profits. 


Skotch Koolers «Chests & Jugs ¢Grillse Skotch Ice e Charcoal Lighter 
Insulated Bags e Utility Boxes e Tackle Boxes ¢ Poria-Files 
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sonnel of the hardware store not to let the cus- 
tomer know that it gets their goat to see them 
redeem stamps in the stamp store. If this hard- 
ware store is in a town of any size all those 
people that go into the stamp store aren’t his 
particular customers. Lots of them are from 
some other part of town, most probably, and 
would not be trading in that particular hard- 
ware store to begin with. The stamp store is 
bringing them to that location. The dealer 
should use it for the drawing card. 

The hardware merchant must remember too 
that the clerks in the stamp store aren’t people 
who have product knowledge. They are usually 


(Continued ) 


ladies who are there to count the books of 
stamps and pass out the merchandise. They 
aren’t selling a thing. They are dealing in 
stamps, not money. He has all the odds on his 
side here. A customer’s money will spend any- 
where. Furthermore, there are more people try- 
ing to get his money than his stamps. By this 
I mean other places are more his competition 
than the stamp store. 
Very truly yours, 

John Loper 

Salesman 
Belknap Hardware & Mfg. Co. 
Shreveport, La. 


. if you can’t lick them, you should join them.” 


Dear Editor: 

We have been in business at this same loca- 
tion for 30 years. About five years ago we took 
on trading stamps. Very much like your prob- 
lem dealer, we had always felt that stamps were 
a nuisance and a bad investment. Believe me, 
we have found them to be a boon to our business. 

I would suggest that Mr. Problem dealer care- 
fully investigate the possibility of taking on the 
same trading stamp franchise as the redemption 
center next door. Surely it must be a good brand 
since he sees so many people patronizing it. You 
can not judge the value of the franchise by the 


number of people demanding stamps if you 
do not give them out. 

We believe that the fact that you have a sign 
or other indication that you give stamps cer- 
tainly brings in those hard-to-get new cus- 
tomers. Trading stamps also help eliminate some 
of the 10 percent discount demands. 

Maybe if you can’t lick them you should join 
them. 

Sincerely, 
G. Pontbriand 
Pontbriand’s Hardware 
New Auburn, Maine 


“... 1 would not move. One cannot run away from trouble.” 


Dear Editor: 

I would say, “Don’t get excited or panicky 
about the situation.’ Let me give you an experi- 
ence from my 30 years of working in hardware 
stores. 

In 1928 a big mail order department store 
opened right next door to the hardware store 
in which I was employed. A good many people 
came to me and said, your store will suffer be- 
cause of their coming, as they will sell the same 
goods that you are selling and at a cheaper price. 

Well, things turn out very often much dif- 
ferent than expected. In the first place, this 
store brought more people to that block in our 
city and we benefitted from that. Then many 
times the chain store didn’t have the articles the 
customers asked for and the clerk would say, 
“We don’t carry that article, but I believe that 


you can get it from the hardware store next 
door.” The result was that this hardware store, 
which folks thought would have to go out of busi- 
ness, is still doing business at the same stand, 
while the mail order house has had to leave town 
because it didn’t do enough business to pay its 
own way. 

The second thing I would say to this dealer 
is that this trading stamp redemption center 
might be a blessing in disguise. It will probably 
bring people to your street or block who might 
never come there it it were not for this particu- 
lar store. You will need to be on the alert to 
get them into your store, but once in, they would 
give you business you otherwise wouldn’t get. 

Your question now is, how am I going to get 
them in? First of all, I would display in my 
show windows merchandise that the redemption 
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e e © FOR COMPLETE-LINE SALES POWER! 


One complete line, from one dependable source, to meet your cus- 
tomers’ every requirement. One brand name on your full cord set stock 
builds confidence, promotes sales, simplifies your buying and inven- 
tory control. 





e e e FOR VARIETY IN ALL TYPES! 
HOUSEHOLD EXTENSIONS 


OF MANY KINDS Royal “POWR-KORDS”, with molded on attachments, both 2- and 
3-wire; appliance cord sets; cube tap extensions; socket extensions; 
special purpose cords; replacement cords . . . everything you need 
for a volume producing stock. Ask for Catalog 3-57. 


TWO AND THREE WIRE 
“POWR-KORDS”’ 





e e e FOR CUSTOMER-APPROVED QUALITY! 


Every Royal cord set is made from Royal Electric cord. Users everywhere 
recognize the Royal name as a symbol of quality . . . depend on UL-listed 
Royal cord sets for both light and heavy duty uses. You know they’re 
good, so do your customers. 





APPLIANCE CORDS SPECIAL PURPOSE CORDS 


’ 
~ 


ORDER ROYAL CORD SETS THRU YOUR WHOLESALER TODAY 


ROYAL ELECTRIC CORPORATION 


An Associate of INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION : P Sas 
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center doesn’t have. This can easily be done 
because the hardware business is such a versa- 
tile business. If you don’t sell one item you can 
always sell another. 

The inside of the store must be made attrac- 
tive, but above all you and your personnel must 
be friendly and helpful. My experience has 
taught me that above all else the customer will 
have his favorite hardware store for two par- 
ticular reasons. One, is because they have a 
good stock of quality merchandise, and, second- 
ly, he likes the people in the store, he trusts 
them, he knows he is getting his money’s worth 
and he knows the store will be open tomorrow, 
the next week, or year and will stand back of 
what it sells. 

So, the creator of good will from new cus- 
tomers brought in by another store can be a 


great blessing in disguise. If I was opening a 
“4 hardware store, I would want to open it right 
next to the biggest chain store in my city. 
G. Rudolph Dechert 
. . . perfect for parties Lebanon, Penna. 
. . . practical for the kitchen 
Easy, convenient way to carry hot 
or cold dishes to barbecues, parties 
and get-togethers. Two compart- | “...a book of stamps will never replace the service dealer.” 
ments provide ample storage space 
for cakes, pies, cookies and sand- Dear Editor: 
wiches . . . keep them fresh for 


3 onl r to beat the trading stamp com- 
days. Large utility base can be used The y way ” Ss Dp 


as attractive serving tray. 

Beautiful hand-decorated design, 
available in lemon yellow, pink, 
turquoise, red or white, adds a new 


beauty to any kitchen. Retail $2.99 
Slightly higher west of the Rockies 


Order from your jobber today. 


\ 
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Large base mokes attractive Large comportment holds cokes 
serving troy for cookies ond hot dishes. may be used 
sandwiches separately 
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Seporate section keeps pies Pie cover fits snugly over bose 
fresh for days in neat single compartment 








KITCHENWARE BY 
Since 1921 


PEORIA METAL SPECIALTY COMPANY 
2501 $. Washington St. © Peoria, Wineis 





panies is to show that the customer is not re- 
ceiving merchandise from stamps free. Stamp 
companies have invested heavily in advertising, 
indoctrinating the public to believe that with 
no increase in a merchant’s everyday prices, 
they, the public, just by shopping and saving 
stamps from their favorite dealer, will receive 
valuable gifts FREE. 

Both you and I know this is false. How to 
prove this and make the public understand this 
is one problem confronting all merchants today. 

If I were a dealer next to a stamp company, 
I would take a whole show window, fill it with 
small appliances and other popular items, show 
the retail price very plainly, also the number 
of stamp books needed for each item and a card 
explaining how to change stamp books into dol- 
lar and cents. 

For example: In order to receive a $15.95 
steam iron, a customer must save four books 
with a value of 6000 stamps, meaning $600 in 
purchases. Stamps cost .03¢ a dollar, which is 
passed on to the customer; the customer ends 
up by actually paying $18 for a $15.95 steam 
iron. 

The above statement can be argued pro and 
con, but the fact remains that both the giver of 
stamps and the consumer are paying more for 
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from home. And “‘the book’’ is 
Better Homes & Gardens, 

the family idea maguzine. 

The ideas in Better Homes 

& Gardens are the kind that 
set Mother and Dad and 

the kids to buying instead 

of just wishing. That’s 

what makes BH&G unique 
among all other major media, 
and a wonderful place for 
advertisers to show their wares. 
Meredith of Des Moines... 
America’s biggest publisher of 
ideas for today’s living and 
tomorrow’s plans 


Ideas are BH&G’s stock in trade. 
The practical, you-can-do-it 
sort of ideas that concern 
families who are eager for ways 
to live better. Maybe it’s a 
wonderful dinner party menu 
with recipes clipped from 
BH&G’s food pages. Or how 
to make room for a new 
Hi-Fi set. Or training Rover, 
the pup, to stay out of the 
road. Or planning a family 
vacation by car next summer. 
BH&G’s readers really “‘live 
by the book’”’ at home or away 


ot America reads BHaly theifamily idea magazine 


4,350,000 COPIES MONTHLY 
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UNMATCHED PROFIT SOURCE 
BARCD IN NEW CATALOG 


Long Island City 1, N. Y.— 
Prominent dealers report “I have 
just received the new Eagle cata- 
log and price list and I want to go 
on record that it is the finest cata- 
log ever brought out. There is 
everything in it for any and all 
dealers and their customers.” 


“T like the way so many items 
are packaged for self-selling. This 
smart merchandising saves me 
plenty of selling time. And T like 
the Eagle line because it affords 
me one responsible source of sup- 
ply and reduces my paper work 
and handling.” 


“Dealers interested in assuring 
themselves a proved source of 
steady and increasing profit 
should make it their business to 
see this new 76 page Eagle Cata- 
log just issued.” 


On the surface, this is a catalog 
of over 1500 approved wiring de- 
vices and electrical specialties 
manufactured by Eagle Electric 
Mfg. Co., Inc., Long Island City, 
N. Y.—a most complete line. But 
between its covers, smart dealers 
have found an unequaled source 
of profits for themselves. 


“Look at it this way,” explained 
one. “It’s the fastest growing ac- 
cepted and proven line, with new 
items each year for extra sales 
and profits. Among new items this 
year are fast-selling Duplex Flush 
Receptacles with the new look and 
exclusive Double-wipe contacts— 
SPT-1 Wire—Wire Connectors— 
Weatherproof Duplex Receptacles, 
Bells, Buzzers and Transformers 
and other popular products.” 


For a dealer the conclusion is 
obvious and profitable. People like 
to use and buy Eagle products. So 
the Eagle line is easier to sell. It 
takes no great shakes to conclude 
from this that the Eagle people see 
to it their products are dependable 
and trouble-free. “Perfection Is 
Not An Accident” is more than a 
slogan—it is Eagle’s creed. It as- 
sures excellent protection for the 
dealer, too, by helping to cut down 
his returns—and makes for satis- 
fied customers. 


Take a look at this new Eagle 
catalog. Write to Eagle Electric 
Manufacturing Co., Inc., Long 
Island City, N. Y. for a free copy. 
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(Continued ) 


the merchandise that they receive or give—the 
dealer through part of his profit, and the con- 
sumer through higher prices. 

A book of stamps will never replace the dealer 
who strives to give better service and a friendly 
smile to all who stop in his store. 

Respectfully yours, 
R. L. Kern 
Salesman 
Morley Brothers 
Saginaw, Michigan 


. we would prefer them next door” 


Dear Editor: 

The reader’s letter about the trading stamp 
redemption center next door to his store de- 
mands an answer from us since we, too, have 
next door neighbors such as his. 

We were resentful when we noted the room 
next door being reconditioned and a large stamp 
company sign being erected over the door. 

After a few months experience, however, we 
have decided the situation could have been worse. 
Our next door neighbor might have been a dive 
or honky-tonk of some sort which would have 
degraded our side of the street. Such a calamity 
would have brought no potential customer of any 
sort to our neighborhood. 


We try to be good neighbors 

As it is, this center is modern, well lighted, 
clean, and attractive. Much as we regret it, it 
has many times more store traffic than we have. 
We have reasoned that this prevalent “something 
for nothing” quest is going to be satisfied. All 
these people are sure to seek out the center. 
Many of them may never have come even that 
close to us were it not for their trips to the 
stamp center. 

Upon these visits they see our store, they see 
our windows, they see our special offers, and 
we are sure some of these people filter in to see 
us that would perhaps miss us if this center was 
in another part of town. 

We try to keep our lines that these people 
offer for “free’’ in good shape. Some of these 
wistful souls wander in to see us with this com- 
ment, “I just selected a kitchen chair like that 
one, next door but I know I could never get 
enough stamps to complete the set. How much 
would the set of it cost me?” 

Again, they come in to buy extension cords 
for that “free” percolator and other accessories 
for their stamp prizes. 

Again, they come in with comments like this, 
“T just redeemed this electric skillet next door. 
I wonder if you would trade me a larger one 
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TEXAS-WARE’S Proven jisiaubupembitd 
Traffic-Building Promotion... 


an 


Values up to $122 in beautiful San Jacinto Melmac’ Dinnerware 


10” dinner plate $1.90 value Stimulate your sales during January. 
8-02. cup & 6” saucer 1.50 value TEXAS-WARE 88¢ Special offers your customers: 


7” salad plate 95 value * opportunity to add to present set or to start new set at terrific savings 


-O7. ae * beautiful San Jacinto pattern with distinctive texture _ 
sicseiaenesouepe deena oe Colors: Jonquil, Shell Gray, Aqua, Cinnamon, Tangerine 


Sugar with lid 1.76 value * 2 full years GUARANTEE in writing 


8-02. creamer 1.60 value ACT NOW! Contact your TEXAS-WARE representative 


Salt and pepper 125 value = or write: 
. = Plastics Manufacturing Company 
Three 8-0z. Konite tumblers 1.05 value coca Dept. HA-11 


Two 12-0z. Konite tumblers 1.00 value S~.4% : 825 Trunk Avenue, Dallas, Texas 
Ad mats, pennants and counter cards available. 
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Letters from readers on stamp redemption center 








for it.” If we can make an advantageous trade, 
we do it much as we would secretly like to sic 
the dog on them. 

We put forth a special effort to be good 
neighbors to the stamp center operator. We 
loan him hand trucks. We loan him tools. We sell 
him stove bolts and screws to repair some of 
the damaged items. We try to give him every 
encouragement possible to say to his customers 
when he is asked where to get this or that, 
“These people next door in the hardware store 


(Continued ) 


are nice people, I imagine they can help you.” 

Note, we said above that again and again they 
cause people to come into our store and, much 
as we wish they were all out of business, if they 
are staying in business then we would prefer 
them next door to us rather than in another part 
of town. 

Yours truly, 
BE. B. Pryor 

C. M. Love & Co. 
Huntington, W. Va. 





. .. he should stop worrying because he has an asset.” 


Dear Editor: 

In regards to this dealer who is worried about 
a trade stamp redemption center next door to his 
store, I recommend that he stop worrying be- 
cause he has an asset instead of a liability. 

What difference does it make where the re- 
demption store is located? People do not go there 
to buy nuts and bolts, screws, paint and all 
kinds of household supplies. They go there for 
one purpose only. To redeem their stamps. 














It is an asset to this dealer because it brings 
all kinds of people from all over the town past 
or near his store. All he has to do is to bait his 
windows and draw them into his store. 


Yours truly, 
Armond Palmisano 
Park Electrical Supply & Hardware 
Nutley, N. J. 


(Continued on page 76) 














the / Modern MID: Line 


is easier to 


PUSH for PRE 


The Modern Line practically sells itself. The many exclu- 
sive, top-quality features are easily seen and appreciated 
by your customers. Such features as precision design, 
rugged, all-steel construction, big capacities and 


color-styled automobile finish. 


In addition to this the Modern Line is now advertised 
to over 3 million consumers in leading household and 


gardening magazines. 


Get the complete story today on the Modern Line... 


the line that’s easier to push for profit. 


hae 


. . : Var ® 
P~\ 
—— * 
Ng 4 é) 
x.) A) . 


THE MODERN LINE 








> 


IS THE TOP QUALITY LINE 
salele(-JaeMmicle) m. melt -meter 














5389 W. 130th St. 
Cleveland 11, Ohio 
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‘TRADING STAMP’ PROBLEM... 


“WHAT WOULD YOU DO IF YOU HAD A TRADING 
STAMP REDEMPTION CENTER NEXT DOOR???"’ 


Ya 
Trading stamp redemption store 
Driving you crazy right next door? 
The competition is really ‘hell’ = / 


“ 
They/re giving away what you want td sell... 
- 
/ 


/ 
‘EXCHANGE STAM PS’ are expressly designed to do Avay with 


merchandise-redemption competition. Your customers/receive United 
States Savings Bonds in exchange for trading stamps ending forever the 
biggest headache facing all dealers: loss of busineys from redemption 

in merchandise. / 


/ 
YOUR CUSTOMERS can measure the ¢xact value in ‘EXCHANGE 
STAMPS.’ When they fill just ONE BOOK with 1875 stamps, it will be 
redeemed through the mails for one £25.00 U. S. Savings Bond (Series E). 
No hassles about ‘list price’. . . lagk of merchandise at redemption 
centers . . . or poor condition of jperchandise when received. 


/ 
BUILD CONFIDENCE inf your store .. . gain new customers who remain 


‘repeat’ customers . . . stighulate business quickly. Remember: ‘EXCHANGE 
STAMPS’ never compgte with you or your neighbors . . . they are 
redeemed only for United States Government Savings Bonds. 


/ 
ELIMINATE ‘REDEMPTION STORE’ COMPETITION — GIVE EXCHANGE STAMPS! 
/ © HIGHEST VALUE FOR CONSUMERS! 
/ © EXCHANGED EASILY BY MAIL! 
/ @ REAL REPEAT-BUSINESS BUILDER! 
/ @ ONLY STAMPS REDEEMED FOR U. S. SAVINGS BONDS! 


exehanct STAMPS, Inc. * (Chartered by the State of New York) * 500 FIFTH AVENUE (Suite 502) * New York 36, N. Y. 


EXCHANGE STAMPS, Inc. 
E > 4 Cc H AN G E STA vi PS 500 Fifth Ave., (Suite 502), New York 36, N. Y. 
Please rush complete details concerning the business- 


building program for dealers giving EXCHANGE 
STAMPS, redeemable only for U. S. Savings Bonds. 


EE REE IE i LS SST 
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TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
ond styles. Attractive 14” x 6” all 
metal display panel in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available. 





* - & > > ’ v 
‘*, ' 


EYE BOLT ASSORTMENT 


Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit pocked for shipment. 
Open stock Eye Bolts available in 8 | 
thread sizes. | 


















U-BOLT 
ASSORTMENT 


Ten each of the 5 most populor sizes 
of U-Bolts, boxed by size. 14” x 6” 
all metal display panel in 3 colors. 
Unit packed for shipment. U-Bolts also 
ovoilable from open stock. 

























LAG THREAD 
EYE BOLT ASSORTMENT 


80 bright zinc plated Lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display panel. 
Available in open stock. 


ORDER FROM YOUR WHOLESALER 


burnbuchles 
| 
TURNBUCKLES, INC. | 


BOX 333, MICHIGAN CITY, INDIANA 











FACTORY: GRAND BEACH, MICHIGAN 





“One good turn (buckle) deserves another" 
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Editor's Note: 


We regret exceedingly that it is 
not possible to publish all the let- 
ters HARDWARE AGE received on 
this subject. Most of these letters 
showed a keen understanding of 
the problem faced by this dealer 
and tried to be genuinely helpful. 

It was a difficult job selecting the 
letters to be published, but it was 
a pleasant task because the letters 
reflected the spirit of helpfulness 
which makes the hardware trade 
such a wonderful place to work. 


We want especially to thank the 
following readers whose letters 
were unusually interesting and 
helpful but which, for various rea- 
sons, were not selected for publica- 
tion. 


Louise Dreis McCann 
Coast Hardware Store 
Pacific Grove, Calif. 


Sal DeSantis 
Rosners’ Hardware 
Yonkers, N. Y. 


Perry L. Gerson 
Miami Hardware & Appliance Co. 
Dayton, Ohio 


Stanley & Gladys Johnson 
Navarre Hardware 
Navarre, Minn. 


R. C. Wright 
Aldrich & Co. 
Billings, Mont. 


William Darrz 
Airport Hardware 
Seattle, Wash. 


H. E. Drescher 
Brookfield, Mo. 


A. 8. Gifford, Jr. 
A. S. Gifford Co. 
San Francisco, Calif. 


Jacob Bakker 
Peter Bakker 
Midland Park, N. J. 






(Continued) 


Richard Wittelman 
Bronx, N. Y. 


George Nelson 
Nelson Hardware 
Northwood, Iowa 


George F. Gabel 
Media, Penna. 


Henry H. Hook 
PJK Advertising Counsel 
Detroit, Mich. 


S. D. Samson 
Samson’s 
Providence, R. I. 


Henry E. Nystrom 
Nystrom’s Hardware 
Brooklyn, Conn. 


C. Denoncour 
“Cam” Denoncour 
Haverhill, Mass. 





John S. Henderson 
Strawberry Plains, Tenn. 


John Dykes 
Enid, Okla. 


Lenn Nelson 
Bushton Hardware 
Bushton, Kan. 


Harold K. Pritchitt 
Petersburg, Va. 


Harriet M. Joseph 
Clinton Hardware & Gifts 
Clinton, Mass. 


Ken Fiduk, District Mgr. 
Ace Hardware Corp. 
Stillwater, Minn. 


L. V. Shull 
L. V. Shull Hardware 
Asherville, Kan. 


Mrs. Leland Willing 
Kingston, Mich. 


Ed. Titcomb, Jr. 
Mesa, Ariz. 
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NEW CLEVELAND DRILL SELECTOR 


a DE eet 





A “Silent Salesman” 
that helps you 


oh more, Del 














































All your best customers . . . home owners, farmers, List No. H-015 
mechanics... buy drills. And they’ll buy more drills when 
you display this attractive Drill Selector. SUGGESTED DRILL ASSORTMENT 
Although it occupies slightly more than a square foot of enn pei cies pene 
counter space, it’s a constant reminder to buy the right , 
size drill for a certain job... to replace worn or broken “i 4 a ; 
drills ... to replenish a drill set. Sp ” re . 
Made of heavy sheet steel, with hinged plastic front. +) “ he ¢ 
Stocks 29 sizes of drills — regular length or home length. fa 24 2544 3 
Inside is convenient storage space for additional tools, < os Ms : 
easily reached by opening the top or back panels. : 2 at : 
Available with or without drills. At the right is a sug- se x 2 : 
gested assortment, based on a nationwide survey of fast- ha & Ya 3 
selling CLEVELAND Drills. fa 2 

mut CLEVELAND wmisr ven co. 


1242 East 49th Street . Cleveland 14, Ohio 
Stockrooms : New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + San Francisco S + Los Angeles 58 
E. P. Barres, Ltd., Londen W. 3, England 





CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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Zinc Chromate Plated Refills 
for LAMSON Bolt Trays 


Carriage Bolts 


aa 
- — 
Stove Bolts 


> 
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In Small, Convenient Quantities to 


REFILL LAMSON BOLT TRAYS 


SPE I " 


Thousands of hardware dealers are today selling 
their bolts, nuts and screws in the clean, handy 
and convenient way—by displaying them in 
custom-made LAMSON BOLT TRAYS and 
DISPLAY STANDS. 

This is “self-service” at its best—giving low 
selling cost and maximum profit. 

But the ultimate in convenience is the ease 
with which dealers can reorder stock packaged 
as few as 10 pieces to the carton. 

Write for packaged quantities and prices, or 
call your Lamson distributor and he’ll send you 
what you need. 


Carriage Bolts 

“xi” tow” x 4” 

Small Machine Bolts 

%"s 1" to “6” x 4” 

Stove Bolts—Rd. or Flat Hd. 
Yo" ng Me" ta" 22'2" 


Large Machine Bolts 

Ye" 41” te 2" 2 6” 
Cap Screws 

Vy %" te Y."32” 
Hex Nuts 

Ye" to Yo” tap 


ASSORTMENTS 
and SIZE RANGES 
for Lamson Bolt 
Tray Replacement 

Fasteners 


RTPA ARI 


moe ela 


ee 
oe 








(Continued from page 10) 


Congress will be asked to 
pass small business bills 


Congress will be asked next year 
to pass a number of bills designed 
to aid small business. 

Among the proposals which the 
President reportedly will put to 
Congress are a number of tax-sav- 
ing measures. 

These will include faster depreci- 
ation allowances for used equip- 
ment, permission for certain types 
of corporations to be taxed as 
partnerships, and instalment pay- 
ments of estate taxes. 

Congress also will be asked to 
make the Small Business Adminis- 
tration a permanent agency. SBA 
has been in existence for the past 
four years on a temporary basis. 


Expect to pay more to feed 
yourself and your family 


You can expect to pay more for 
food for you and your family dur- 
ing the next year. 

That’s what 
Dept. predicts. 

The department predicts food 
prices will start edging up shortly 
after the first of the year. By 
spring and mid-summer, prices 
should be at their highest point— 
probably even higher than this 
year. 

Reasons for the expected in- 
crease, according to the depart- 
ment, will be smaller food supplies 
for increasing demands and higher 
marketing margins. 


the Agriculture 


SBA loan approvals ahead 
of 1956 during September 


The Small Business Administra- 
tion approved 271 business aid 
loans totaling $13.3 million in Sep- 
tember. 

At the same time SBA okayed 
154 disaster aid loans totaling $1.2 
million. 

The number of loans is 35 per- 
cent greater than a year ago and 
the dollar volume is up 76 percent. 

(Resume reading on page 11) 
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COMPARE! 





You: De Wait Your 
Power Shop Franchise present 
gives you: line? 
See why Gf THE FIRST RADIAL ARM all-purpose power tool—the [J 


machine that revolutionized the power tool market! 


DE WALT (f THE MOST IMITATED of all multi-purpose power {J 

tools (over 40 different manufacturers have tried to 

is the biggest money-maker imitate De Walt’s original radial arm design during 
the past 35 years) ! 

n the power tool field! (f THE MOST DEMONSTRATED all-purpose power tool 


on the market—over 8 million people saw it demon- 
strated last year alone! 

4 THE ONLY all-purpose power tool with 100% un- {J 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to [?)} 
help share the cost of your local promotions. 


a & 


THE FIRST power tool so simple in concept, so accu- [3] 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

THE FIRST power tool to do the work, save the space [J 


and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— §] 
demonstrated through actual experience! 


2 Xe 


THE ONLY power tool of its kind thoroughly proved [}] 
by over 35 years of outstanding performance in 
industry ! 

A COMPLETE AND READY-TO-USE unit—no extra [] 
motor to buy—no tricky assembly by you or your 
customer | 

THE ONE MODERN, simple, functional design that 
needs no trunkful of clamps, guides and assorted 
devices to make it work! 


THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year ! 





Ask Carlisle Hardware of Springfield, Massachusetts! 


‘a & 8 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 





De Walt Inc., Dept. HA-711, Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


C) Send full information on how the De Walt Franchise can boost my profits! 
Name 


| Be bla\vig 





Company 
Address 


City 
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ALLEN 
KEYS 


New bright finish 


New kit 


Lower prices 





#604 Junior 
Key Kit 





Now Allen key kits pack 
more value and new sales 
appeal. 

Keys furnished in our 
key kits have a high luster 
coating — rust resistant — 
better looking — makes size 
markings easier to read. 

Six different sets, fur- 
nished in attractive new red 
plastic trimmed envelopes 
are now available at leading 
Industrial Distributors and 
Hardware Jobbers. 

Write us for descriptive 
bulletin C38, and the name 
of your nearby supplier. 





ALLEN 








mr 














MANUFACTURING COMPANY 








Hartford 2, Connecticut 

















1957 


Convention Calendar 















1958 
conventions shows conferences 
Fr +4 * 5 
Convention Check List 
For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 
1957 3-5 New York State Retail miarad- 

ware Assn. 
November ter , 4-6 Kentucky Retail! Hardware Assn. 
22-25 Retail Pa nt & Wallpaper Dis 4-6 Wisconsin Retail Hardware 
tributors ot America Convention Assn. 
& Trade Show, Atlantic City 5 Connecticut Hardware Assn. 
5-6 Emery - Waterhouse Co. Open 
1958 4 p 7 
ouse, Portland, e. 

January 8-10 Alabama Retail Hardware Assn. 
5-7 Ace Wardware Corp. Annual = et Shit use Co. Open 
Convention & Exhibit, Chicago 9.1] Calif. <b “eee N. A. 

5-7 lilinois Retail Hardware Assn. si at wesitan: _— Hardware 

6-8 Minnesota Retail Hardware —% 
Assn. Spy 9-11 Tri-State Hardwore & Imple 
6-8 Western Retail Implement & ment Assn. 
ietaint: “Pitin P 9-11 Virginia Retail Hardware Assn. 
12-14 Hibbard, Spencer, Bartlett & <a eg tansy ae Assn. “ 
Co. Annual Merchandise Show 4 wl ~ etna Co., Con 
& Convention, Evanston, Ill. Marshall Minneapolis “ 
16-23 National Housewares Exhibit = es i 
Chicago ~ 
19-21 Intermountain Assn. of Hard 11-14 — pine se | Assn 
ware & Implement Dealers 16-17 4.5 at m wa roraware Ase. 
19-22 Tenos Hardwore & implement 16-18 Northern Ww! olesale Hardware 
Disiun Co. Convention & Merchandise 
ee é ri Sea ; 
21-23 Missouri Retail Hardware Assr 6-20 ae A cali Ore. 
21-23 Mountain States Hardware & 16- 7 : LW “y A Cc x 
Implement Assn. tah p a oh Che “ nape 
26-27 W. Bingham Co. Spring Mer SPY messes adh ge eae oe 
chandise & Sporting Goods ye 44 4 - A wah ~— 
Show, Cleveland 18-20 Mord preset ae —_— 
26-27 Louisicna Retail! Hardware , “es sii ° oa . 
Assn. wee 
“ - ; hig + ; \ re 
26-28 Pocific Northwest Hardware g 18 20 yes gan 2 eTa Hoardwa 
Implement Assn. -“o 
; ; ific hwect 
27-28 American Hardware Supply Co. 18-20 —— Southwest Hardware 
Merchandise Fair & Stockhold nin 
ers’ Meeting. Pittsburgh 22-24 New — Hardware-House- 
27-28 Wisco Hardware Co. Annual eras anne wee 
Merchandisina School & Show 23-24 — ppi Retail Hardware 
Madison oon. 
‘ 7 - ann “ R ea + Cc . [ 
27-30 Janney, Semple, Hill & Co. An 23-25 - be — ; Hardware 
nual Retailers’ Conference Fe 
© SS sg ~- wea he b riage ese oa 
. arsha ells Co. C entio 
28-30 Indiana Reto Llordwore Accn C » ’ O v ' 
Spokane 
27-28 Moarshal!-Wells Co. Convention 
February Te agquanget Satay 
2-3 Rice & Miller Co. Open House 
Banaor, Me. March 
2-4 National Garden Supply Show 2-4 Pacific Southwest Hardware 
New York Assn. Hardware & Housewares 
2-4 Nebraska Retai! Hardware Exhibit, Phoenix 
Assn. 2-5 Gift Show, Denver 
2-4 North Coast Retail Hardware 9.13 Gift Show, Boston 
Assn. 10-19 American Toy Fair, New York 
2-4 Oklahoma Hardware & Imple- 16-18 Florida & Georgia Retail Hard- 
ment Assn. wore Assns. 
2-6 National Sporting Goods Assn 23-25 South Dakota Retail Hardware 








Convention & Show 


Chicaao 











Assn. 











National Events 


American Toy Fair, March 10-19. 


Temporary exhibits at Hotels New 


Yorker 


and Sheraton - McAlpin; 


permanent exhibits at 200 Fifth 
Ave. and 1107 Broadway, New 
York. Toy Mfrs. of the U.S.A., Inc., 


200 Fifth Ave., New York 10. 





2-4, 


City. 





National Garden Supply Show, Feb. 
at the Coliseum, New York 

Sponsored by D. Murray 
Franklin, 1901 St. Paul St., Balti- 


more 18. 


National Housewares Exhibit, Jan. 
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Presentifn 


NEW 


Full Stocks” 
of All Types 
and Sizes 


READY NOW! 


These new fast-cutting, edge-holding 





rome Plated 
Line of St-CLONE 
Circular Saws 


Most Complete Line of Popular- Priced 
Saws on the Market Today 





























saws are fitted and chrome-plated for extra long life 

and resistance to rust. What’s more, they come in a new 
“‘See-Saw”’ package. Fully guaranteed, this new Simonds 
Line includes nine types and all sizes with round or 
special shaped center hole to fit all popular makes of 
machines used by home and school workshops, 
contractors, and small industrial plants. 





Here are new and unmatched profit- 
opportunities for you. Get your 
stock lined up now with the nearest 
Simonds Factory Branch. 


,SIMONDS 


SAW AND STEEL CO. | 
—_— 
. FITCHBURG, MASS. 


Factory Branches in Boston, Chicago, Shreveport, La. 
San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que. 











SIMONDS| 


’ Fast Cutting 
¥ Edge-Holding 


¥ Rust-Resistant elated a-t\ilale 





TYPE: NO. 60 COMBINATION 
DIAM: 8” 


HOLE: %” 
TEETH: 44 
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ALL WOOD SCREWS 
ARE “SPEED-IZED" (PRE- 
LUBRICATED) FOR EASY 
DRIVING IN HARD WOODS 








stock shep 


4 eee <4 ~ 


SCREWS BOLTS WETS 





fa 

ds 

: hal 
a 
© 





























4 
; 








; 
| e 
; 
a | E 
; 


: 


i 
me tr 


Vi IB A eM Boab 


i 


ee 


ded ae: 


. ge 
i I 


L 
PREC me PRC EA 


4 


3 


; \ 
» 

Cul? 

4 


SER VE-SELF 
DISPLAY 
REDUCES 

YOUR COSTS 


Mn «mana te 


feds 1 ee 


your 


NEW BRILLIANT 
PACKAGING 


You HAVE to sell screws — so why 
not use this high-profit, low-selling- 
cost method? Self-service merchan- 
diser makes it easy for the customers 
to buy. Generous quantities in one- 
price clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 


7 
P'' Seere, 





PER BOX 
WITHOUT BOXES 












th 








ADVERTISED NATIONALLY! 


ASK YOUR 
JOBBER! 


Most leading hardware whole- 
salers will have “STOCK your 
SHOP” screws ready for prompt 
delivery. Put “STOCK your SHOP” 
on your Want Lists. 


Every month, from September 
through April, good-sized adver- 
tisements on “STOCK your 
SHOP" screws appear in these 
leading publications — POPU- 
LAR MECHANICS MAGA- 
ZINE, POPULAR SCIENCE 
MONTHLY, and THE SAT- 
URDAY EVENING POST. We 
are trying, with over 8,000,000 
impressions every month, to 
direct buyers to your store. Be 
ready for them! 





ELCO ino SCREW CORP., ROCKFORD, ILL. 





DraweRacks 





59¢ EAcH 
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16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


Retail Paint & Wallpaper Distribu- 
tors of America Convention & 
Trade Show, Nov. 22-25, at Conven- 
tion Hall, Atlantic City, N. J. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


W. Bingham Co. Spring Merchandise 
and Sporting Goods Show, Jan. 26- 
27, at company warehouse, 1278 W. 
Ninth St., Cleveland. 


Emery-Waterhouse Co. 7th Annual 
Open House, Feb. 5-6, at company 
warehouse, 145 Middle St., Port- 
land, Me., and Feb. 9-10 at com- 
pany warehouse, 1111 Candia Rd., 
Manchester, N. H. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 
16-18. Sessions, hotel headquarters 
and exhibit at Roosevelt Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Drawer 1000, 1640 Plant Ave., 
Waycross, Ga. 


Gift Show, Boston, at Statler Hotel, 
March 9-13. George F. Little Man- 
agement, 220 Fifth Ave. New 
York 1. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Merchandise Show & Conven- 
tion, Jan 12-14, at company ware- 


HARDWARE AGE, NOVEMBER 21, 1957 












2-WAY HANDLE 


440%" 

443 55483> 

4%%% LS 
Vk ee 

<TC : 
<The 

4 hee 
a3 5)>5> 


DOUBLE-SIDED 
BLADE FOR 
DOUBLE LIFE! 




















— both in a single tool —at a single price! 


REUIE 


MILLERS FALLS 
No. 1220 











PATENTED BLADE © Planes, files, shapes, smoothes wood, metal, plastics 
Sie ‘Cicen/Uita Gide. te een ® Cuts fast oa easily @ Leaves smooth, even finish 
of specially hardened English ® Cuts everything — from soft wood to tough steel 
steel with cutting teeth on both @ Non-clogging @ Flexible, unbreakable blade 
sides of the blade. When one ® Double-Sided Blade for Double Life 
side is worn from long use, blade 
can be turned over. Inexpensive H — , — ar 
replacement blades are also ere ...in a single tool... is a great new way to do all sorts of planing, 


filing, shaping, and smoothing jobs in shops and around the home. It’s 
just the thing for professional workmen in many trades, and for home- 
owners and hobbyists. We predict wide popularity for this inexpensive, 
versatile new tool. 


available: Coarse or Medium 


Grade, 98¢ each. 





Plane-’R-Files are available complete with 
blades — individually boxed at $3.49 each 
— or in a strikingly modern 10-Pak Mer- 
chandising Unit. This consists of 10 indi- 
vidually boxed Plane-’R-Files plus a free 
— display as shown at right. For a limited 

— 2 | | , time only, special introductory prices ap- 
SHAPES QUICKLY. Cuts soft or GIVES SMOOTH FINISH. Cuts ply to this unit, offering dealers an extra 


hard woods and metals. Removes with or across grain, leaves sur- , ; , 
stock fast and easily. face ready for painting, jointing. profit margin on every Plane-’R-File they 


sell. 


ORDER A STOCK FROM 
YOUR SUPPLIER TODAY! 









MILLERS FALLS COMPANY 


Dept. HA-26, Greenfield, Mass. 





CUTS TOUGH STEEL. Cuts metals REMOVES BURRS. Files and 
easily, even steel — smoothes smoothes pipe and other metals 
solder, files metalware, etc. quickly, easily. 
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HUSHFLO 
Toilet Valve 
is actually 








SILENT 


because 
it operates on a 


NEW HYDRAULIC 
PRINCIPLE... 





Gradual | 
closing of old style “GL 
: zt 
compression valves a 


causes hissing and 
sizzling noises. 


The HUSHFLO 


Diaphragm Valve 
moves from 
fully open 





a to 


BI ‘=. 


c—_—& tightly closed 
q--- 

| INSTANTLY 
yi SILENTLY 


operates by water pressure 





ate. ER 


\ 


' om ee ee 









HUSHFLO fills the tank 
faster. Diaphragm shuts off 
flow by quick hydraulic 
action. Operates on 5 to 
200 lb. water pressure. 
| Metered overflow lets just 
7 » the right amount of water 
Binto toilet while tank is 
filling, conserving water 
previously wasted. Simple, 
rugged .. . will give many 
years of trouble free serv- 
ice. Stock up now and be 
ready for the rush. 





ROMAR MANUFACTURING CORPORATION 


23 65 Broadway, Buffalo 12. New York 
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Convention Calendar 





house, 2201 W. Howard St., Evans- 
ton, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 27-30, 
at Leamington Hotel, Minneapolis. 


Marshall-Wells Co. Conventions, Feb. 
10-12, at company warehouse, 301 
S. Lake Ave., Duluth; Feb. 17-19, at 
company warehouse, 1420 N.W. 
Lovejoy St., Portland, Ore.; Feb. 
24-25, at company warehouse, 131 
E. Main St., Spokane, Wash.; Feb. 
27-28, at company warehouse, 1300 
N. Sixth Ave., Billings, Mont. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Boston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Our Own Hardware Co. Convention, 
Feb. 10-12, at company offices and 
warehouse, 618 N. Third St., Minne- 
apolis 1. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multnomah Hotel, Portland, Ore. 
J. Malcolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 


(Continued ) 


Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Rice & Miller Co. Open House, Feb. 
2-3, at company warehouse, 78 Rice 
St., Bangor, Me. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


Wisco Hardware Co. 3lst Annual 
Merchandising School & Sales 
Show, Jan. 27-28, at company ware- 
house, 15 S. Brearly St., Madison, 
Wis. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel headquar- 
ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 9-11. Hotel head- 
quarters, Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 
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Here’s a brand-new counter display carton that can 
help you sell more casement operators to “‘do-it- 
yourself” customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 
ing a selling message to the customer. 


can help you sell 


Just a few minutes is all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your “do-it-yourself” customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each operator comes packaged 
with complete, easy-to-follow installation instructions. 








re casement operators 


Remember, more Getty Operators are used on casement 
windows today than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95% of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operator for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 
Display Package, or write us direct now. 


H. S. & Co., Inc. 





3348 NORTH 10th STREET » PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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andy Efficient Tool 


Homes and Shops Need 











with reamer 
that opens 
and closes 
like a 


jack-knife 


With new fold-in reamer to protect his hands and 
pocket, this compact, easy-cutting, tough little 
tubing cutter gives much the most for his money. 
It cuts copper, brass, aluminum tubing and thin- 
wall conduit fast, almost no burr . . . reamer’s 
handy when needed. Display it and he can’t 
resist it—order from your Wholesaler today! 


The Ridge Tool Company, Elyri 
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\ 
Nothing’s too good for McGinnis — since he started 
suggesting “Scotcu” Brand Masking Tape 
with every sale! 
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THE COLUMBIAN VISE & MFG. CO. © CLEVELAND 4, OHIO 
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vention, Jan. 5-7. Hotel headquar- | 
ters and sessions at Pere Marquette | 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 
Merchandise Mart, Chicago 54. 





Indiana Retail Hardware Assn. Con- 
vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; | 
sessions and exhibit at Murat 
Temple, Indianapolis. W. J. Sheely, 
1003 N. Meridian St., Indianapo- 
lis 4. 
























































Biggest, newest advance in mod- 
ern merchandising—that’s SKIN 
PACKAGING as pioneered by 
W-H in combination with dra- 
lowa Retail Hardware Assn. Conven- matic, self-service sales displays! Here are com- 


tion, Feb. 11-14. Hotel headquar- | cestteby faiahed, high quality bined the ultimate in : 
ters, Savery Hotel; sessions and ex- | MenDUnae CONVENIENCES finger-tip selection for hurried shoppers 








hibit at Veterans Memorial Audi- — Or finger-tip inventory control for busy dealers | 
a torlum, Des Moines. Philip R. . a # PALS i Shoppers find these glamorous assortments of 
4 Jacobson, 520 W. 35th St., Des pA 4 most-needed hardware conveniences irresistible ; 


Moines 12. sparkling bright chrome and brass door stops, 
wardrobe hooks, sash fasteners, chain door guards, 
handrail brackets—and many other specialties for 
home improvement; ALL factory-fresh because 
protected by W-E-S-S-E-L superior skin packag- 
ing; all complete with needed screws, components. 

So easy to see... such fun to select; no wonder 
the cash register rings up so many extra “1m- 
pulse sales” wherever they’re featured. 

Cash in with the best made, best packaged 
W-H COMPAKS. Save handling, selling, storage 
costs that result in BONUS profits! 


P Kentucky Retail Hardware Assn. Con- 

F vention, Feb. 4-6. Hotel headquar- | 
ters, session and exhibit at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 
Convention, Jan. 26-27. Hotel head- | 
quarters, sessions and exhibit at | 
Bellemont Motor Hotel, Baton | 
Rouge, David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 





Michigan Retail Hardware Assn. Con- 
vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind | 
Hotel; exhibit at Civic Auditorium, | 
Grand Rapids. Second Annual Kol- | 
lege of Product Knowledge at Pant- | 
lind Hotel, Feb. 17. Harold W. Schu- | 
macher, 1916 Michigan National | 
Tower, Lansing 8. | 


& 


FEATURE TOO, FOR PROFESSIONAL BUILDERS 


W-H POLLY PAKS 


Customers take to their jobs the exact hardware 
units they’re installing, complete, in one plastic 
bag with the right size and the right quantity of 
needed screws, other components. 

Merchandise is always clean and bright—‘“fac- 
tory-fresh,”’ free from scuffs. 

YOU will find W-H_single-unit hardware 
POLLY-PAKS a wonderful way to store, protect 
and handle your stock ... supply the exact quan- 
tity of any wanted item without counting out 
needed screws. 

COST NO MORE than old-fashioned packing: 
have added sales-appeal. Available with all 
itcms previously tissue wrapped. 





Minnesota Retail Hardware Assn. 
Convention, Jan. 6-8. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Cristopher, 3033 Excelsior 
Blvd., Minneapolis 4. 





Mississippi Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 


WESSEL HARDWARE CORP. 
919-931 N. Sth St., Philadelphia 23, Pa. 


In Canada: Geo. $. Hall Co., 25 Grenville $t., Toronto 1 
Export: Hall & Reis, Inc., 165 Sroadway, New York 6. 













Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 


| quarters and sessions at Statler ff a Se): 
Hilton Hotel; exhibit at Memorial (i —< ote ESSEL 
Auditorium, Dallas. R. M. Souder, il ee xa ay 

1108 Gibraltar Life Bldg., Dallas 2. : \ =e | HARDWARE 


corporation 
PREVIOUSLY, HALL-WESSEL CO. 





WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 91. 


(Continued from page 15) 


for eye-catching sales appeal. Re- 
tails for 29¢. Ekco Products Co. 


For more data circle No. 13 on postcard, p. 91 


Swivel wheeled power mower 


Two steel swivel wheels on one 
side and one large rigid wheel on 
the other is the feature of this 
rotary mower. The Swivel Boy 
blade path can be changed without 
lifting or pulling. It will cut in a 
360 degree circle. Other features 
are aluminum housing with front 


chute, handle starting, finger tip 
control and adjustable cutting 
height. Comes in 18, 21, and 24 in. 
sizes which are available in four 


models. Seminole Mower Co. 
For more data circle No. 14 on postcard, p. $1 


Galvanized steel tree guard 
No-Trim tree guard is available 
in a new 12-in. diameter size sell- 
ing for $9.95. The heavy gauge 
galvanized steel tree guards are 
rust resistant and protect trees 
from mowers, animals, and grass. 
Other sizes available are 16, 24, 


and 36 in. core. Keelor Steel, Inc. 
For more data circle No. 15 on postcard, p. 91 


Electric tool lubricants 


Lubriplate has added two multi- 
purpose portable electric tool lubri- 
cants to its line. The grease type 
lubricant is for gear cases of all 
types where grease is required. 
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Where a gear oil is required the 
Lubriplate gear oil item is used. 
These items, packed in 8 oz tubes, 
help simplify inventory problems. 
Fiske Brothers Refining Co. 


For more data circle No. 16 on postcard, p. 91 


Steel utility cabinet line 


Utility cabinets for home, store, 
shops and institutions are included 
in the Penco line. These are coun- 
ter-height (shown), tool room, stor- 
age, wardrobe, combination ward- 
robe and desk height efficiency cabi- 
nets. All of these steel units fea- 
ture streamlined, smooth exteriors, 
3 point latching, chrome door han- 
dies, built-in key locks, no sag 
doors, flush hinges and adjustable 


shelves. Finished in gray or green 
baked enamel over a corrosion re- 
sistant zinc-iron-phosphate under- 
coat. Penco Metal Products Div., 
Alan Wood Steel Co. 


For more data circle No. 17 on postcard, p. $1 


Hard maple counter tops 


Here is a full line of kiln dried 
Northern hard maple counter tops 


in standard widths from 12 through 
96 in. and a standard depth of 25 
in. with or without 4 in. back- 
splash. The tops are made of 1% 
in. wide maple strips machined and 
face bonded to provide an edge 
grain surface. Shipped with back- 


splash and screws. Sensenich Corp. 
For more data circle No. 18 on postcard, p. 91 


Shear cutting oblique plier 


This 5% in. long plier features a 
shear cutting blade that will cut 


dead soft or extremely hard wire. 
The blade is replaceable. Regular 
cutting knives in the nose and a 
coil spring that keeps the jaws 
apart are other features of this 
useful oblique plier. Mathias Klein 
& Sons. 


For more data circle No. 19 on postcard, p. 91 


Carpenter's steel square 


This steel square for carpentry 
work is accurately graduated and 
made of 1-piece steel. Body meas- 
urement is 24 x 2 in., tongue meas- 
urement is 16 x 1% in. Rafter and 
framing table are on the body. 
Brace table, octagon scale and hun- 
dredths scale are shown on the ton- 


HARDWARE AGE, NOVEMBER 21, 1957 


“ rs. oe 
ere AU 
% ¥ 1 Pp heer ares rae la! a i s 
; ET eh he SRY FRO Nn CAPE LD Bad tah eh SST BY ng Oa 
sas «gle CRIT BIER LO ote SS Se ae 
- - . — _ a aac oe Ne : = at Le ees tae ae ny 
Be URES en eee LEE ig 


AOR Rye CA, 


by Nets oe a Kory 


7 me EES 






















Howe crs you 


Cisnas Poi 72 Oh... 


hom MCKINNEY 


The McKinney line is the complete fine qual- 
ity line of mailboxes, perfect for gift-giving 
at Christmas. Heavy gauge material, smart, 
distinctive design. Only McKinney Mailboxes 
are packaged in eye-appealing gift boxes! 
They’re ideal Christmas gifts for every tradi- 
tional and contemporary home. 








Illustration shows gift package for Contem- 
: porary Mailbox DB 680. Other horizontal 
 : McKinney Mailboxes are similarly 
| packaged, at no extra cost. 


| 
i 
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Illustration shows gift 
package for BP 696. 
Other vertical McKinney 
Mailboxes are 

ss similarly packaged, 

& at no extra cost. 


SS 



























McKinney Ranch Type Mailboxes hold all mail and even largest magazines. 
ilustrated above is DB 699—Colonial Dull Black Finish with solid 
polished brass trim. 16 inches long, 9 inches high, 4% inches deep, 
weight 8 Ibs. Also available in Colonial White Finish (W 699), 
Contemporary Black (680) and Contemporary Black and White (681). 
Retail price $12.95—Your cost $7.77—Your profit $5.18. 


DB 697—Dull Black Colonial Iron, 
rough texture in rust-resisting finish 
with solid bright brass emblem, 
holders and locking device. 


Packed 3 to a carton, weight 17 Ibs. Other vertical McKinney Mailboxes are available in all Dull Black 
Retail price $10.95—Your cost $6.57 Colonial Iron (DB 695), White Enamel on Colonial Iron (698), Solid Brass, 
—Your profit $4.38. hand polished (BP 696). Size: 10 inches high, 6% inches wide, 


15 inches long over-all including magazine holders. 


Only MCKINNEY Mailboxes 
are gift packaged ! 
Order from your jobber TODAY! 


: MANUFACTURING COMPANY 


PITTSBURGH 33, PA. 


in Canade — McKinney-Skillcraft Lid, St Cotharnes, Ontario 











WHAT'S NEW 





gue. Available in blue steel with 
white enamel markings, coppered 
and aluminum alloy. Graduations 
are in inches from 1/16 to 1/10 in. 
Great Neck Saw Mfrs., Inc. 


For more data circle No. 20 on postcard, p. 91 


Safe nail puller tool 


An extension of the claw hook is 
a feature of this nail puller. Known 
as the guide handle, the extension 


eliminates danger of injury to the 
hand by the impact handle. This 
newest addition to the Greenlee line 
is 18 in. long and weighs 5 lb. Max- 
imum claw opening handles a 16 
penny common nail. Greenlee Tool 
Co. 


For more data circle No. 21 on postcard, p. 91 


Riding rotary mower for ‘58 
This Choremaster riding mower 
has been added to the Safe-T-Guard 
line of mowers and tillers for 1958. 
A big safety feature of the unit is 
a lock on the blade which permits 
the mower to move without turning 
the blade. The 4 hp motor drives 


90 


the rear wheels to speeds up to 5 
mph forward. Also moves in re- 
verse. Trims to within ™ in. of 
walls and will pull a 30 percent 
grade with a 200 lb rider. Other 
features include: 24 in. blade, 36 
in. wheelbase, 55 in. length and 35 


in. height. Retails for $295.50. 


Weber Engineered Products, Inc. 
For more data circle No. 22 on postcard, p. 91 


Hand style can opener 

A swinging blade that adjusts to 
the can is the feature of this Ed- 
lund can opener. Puncture and re- 
lease is effortless with the plastic 
handled hand opener. The small, 
streamlined unit takes a non-slip 
grip on the outside of the can. 
Available in four colors, the nickel- 


plated steel opener retails for 89¢. 
Edlund Co., Inc. 


For more data circle No. 23 on postcard, p. $1 


Self locking shop clamp 


This fast acting clamp has a cam 
trigger that sets it at five positions 


and locks in place. Wedgelock 


Klip-Klamp can be clipped on and | 
released by © 
flipping the cam lever. Adjustable ‘s 
from 0 to 1 in. The unit consists of 7 


set with one hand, 


heavy spring wire and replaceable 
rubber jaws. All metal parts are 
cadmium plated. Length 4°. in., 
jaw depth 2 in. Shaw Co. 


For more data circle No. 24 on postcard, p. 91 


Outdoor lighted Santa Claus 


A cheery Christmas greeting is 
extended by this brightly lighted, 


ee . 


4 ft high Santa for outdoor or in- 


door display. The molded vinyl 
decoration is weatherproof and 
brilliantly colored. Lighted with 
two 40 watt bulbs. Comes with 
bulbs, cord, and extension plug in- 
dividually boxed in a_ season-to- 
season storage container. Retails 
at $17.95. An 8 in. Glo-Rius Angel 
for the top of the tree is also avail- 
able at $1.89. Glolite Corp. 


For more data circle No. 25 on postcard, p. 91 


Molded vinyl handle plug 


This unbreakable vinyl handle 
plug is a flat molded item with 
blades that are locked in solid vinyl. 
Blades will not work out under ex- 
treme usage. Ulti-Mold plugs are 
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use this FREE 


















CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
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: issue, quickly and easily. HARDWARE AGE brings 
a you more new product descriptions than any other 
a magazine. The Quick Check Card service will now 
- get you all the information you need, quickly. 
4 FIRST CLASS 
PERMIT NO. 36 
a (Sec. 34.9 P.L.&R.) 
a New York, N. Y. 
4 BUSINESS REPLY CAR ai 
4 No postage necessery 1 mailed in the United States Laieteineteeneeed 
# . ee een 
‘i POSTAGE WILL BE PAID BY bi canes 
Ps Be sure to write name aes 
5 and address on post card. HARDWARE AGE — 
oe i Post Office Box 60 — 
Please use this P. O. Village Station ae 
ddress for Quick — 
Box A NEW YORK 14, N. Y. 
Check Cards Only stint 





Please send me further information on the WHAT'S NEW items, code numbers 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New” columns. You get more of these in 
HARDWARE AGE than in any other magazine. 
























When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 






Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 

















Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 11/21/57 


Please send me further information on the WHAT'S NEW items, code numbers 7 
for which | have circled below. . 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United States 













































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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YOU GET MORE IMPULSE SALES 
with HYDE CARDOSELLS 


Your customers just naturally serve themselves when you 
display these handy, individually packaged, Hyde best 
quality, fix-up and paint-up tools. These bright, multi- 
colored cards attract those important plus impulse sales 
to create a few more dollars with every paint sale. 


The number of Hyde products packaged as CARDO- 
SELLS is continually growing due to the tremendous 
customer demand of individually packaged fix-up and 
paint-up tools with how-to instructions. Order now from 
your wholesaler. 


HYDE MFG. CO., SOUTHBRIDGE, MASS. U.S.A. 
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WHAT'S NEW 








available in black, brown or ivory 
and will not chip or crack. Packed 
in 2-color twin-pack separable 
cards. Rated at 15 amp, 125V, the 
plug takes up to No. 16 type SJ 
wire. Catalog sheet available. Royal 
Electric Corp. 


For more data circle No. 26 on postcard, p. 91 





18 model fan line for ‘58 


Prices range from $6.95 to 
$54.95 for this line of fans for 
1958. The line includes four 20 in. 


| window fans adjustable from 27 to 
the new all-steel hammer | 36% in. windows; three 20 in. and 





a 16 in. window ventilator mode! 


; : with adjustable panels plus a twin 
NAILMASTER is the popular priced companion to STEELMASTER— 


the finest hammer ever made. It also ieatures the exclusive Stanley 
“tempered rim” which minimizes spalling, the steel-alloy tubular 
handle permanently locked in the head, and a contoured, easy-on- 
the-hand, Neoprene grip. 
@© TEMPERED RIM—For added safety and longer life. Mini--**° 
mizes spalling. 
@ PERFECT BALANCE—Has the “feel” of balanced weight;> 
less tiring to use. 
@ STEEL-ALLOY HANDLE—Will not break in normal use; .....-- ooo) 


permanently locked in head. Tubular, fully heat-treated, 
chrome plated. 


© NEOPRENE GRiP—Contoured and perforated for com--++++...,.. 3:2: 
fort. Cushioned grip absorbs shock. Bosses 


Order Stanley NAILMASTER from your wholesaler now pss 
CURVED CLAW RIPPING CLAW sith 
No. Wgbht. Oz. — _ No. Wght. Oz. — heed ai 12 in. unit for casement windows 
ae and a twin kitchen unit; three all- 
ha oe na ye NI%A 16 9 $4.25 purpose fans; floor wali and table 
fans in 10, 12 and 16 in. sizes; and 
a 20 in. mobile fan on an adjust- 


able stand. Dominion Electric Corp. 
For more data circle No. 27 on postcard, p. 91 























(All Sizes Packed Six in Reshipping Carton) 
Stanley Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STA N q t Y Gas fired warm air furnaces 


, Three additions have been made 
This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric to the Trim-Boy furnace line. The 
tools + drapery, industrial and builders hardware * door controls + aluminum windows « stampings + springs largest is a 165.900 Btu upflow 
+ costings » strip steel - stest strapping—made in 24 plants in the United States, Canada, England and Germany. unit. Models rated at 135,000 Btu 
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DESSTON! PRESENTS: 


A PROFIT-MAKER THAT’S MAKING NEWS 
IN THE ELECTRIC HAND SAW FIELD 


The D-23 Electric Hand Sawoffers entirely new features in fast, ver- 


satile cutting for home workshop or professional jobs. Competitive tests 
prove the D-23 is 15% to 50% faster than all competitive saws. And it’s 


made by DISSTON, a famous name in saws for more than 100 3 50 
years, with built-in sales appeal. Retail price 98 


“ORBITE” Action gives the DISSTON D-23 Electric Hand Saw its fast, 
professional cut. It reduces blade wear, too. The blade has an orbital motion 
(3,800 strokes per minute). It cuts on the up-stroke, moves away from the 
material on the down-stroke. The result is less fraying of edges, truer cuts 
on circles, scrolls, straight lines or bevels. Extra, easy-to-change blades come 


with the saw for use in plywood, 2x4’s, plank lumber, sheet metal, pipes, 
tubing and plastics. 


H.K. PORTER COMPANY, INC. 


Henry tle SF OO ™ OoOivisti On 


| H.K. PORTER COMPANY, INC. 

ee ll eon eos 
Mail this coupon today for 211 Tacony, Philadelphia 35, Pa. 

illustr booklet a Please send me without obligation the booklet about the new 
_ tl ated ous DISSTON D-23 Electric Hand Saw. 
lining many more profit- | 
able and exclusive features Name ansieionsipisidlibtiedanvonesin 
of the DISSTON D-23 Elec- 
tric Hand Saw. _ 








Street Address 





City Zone State 
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Every Homeowner's a 
Red-hot Prospect for... 


ae 
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Aluminu m and Felt 





Weatherstripping 


for windows and doors 





No rattles © Stops drafts © Holds heat inside © Keeps 
out dirt and cold © Saves on heating costs © Can be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “out of 
square’’ and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 
and installation instructions. 
/p0k To COMPLETE LINE OF NA- 
° TIONAL AND COLUMBIA 
[ateanol WEATHERSTRIPPING ° 
for “TRIPL-TITE” ALUMINUM 
tof SIDING * PORCELAIN 
Quick Sales...) en aAMEL BUILDING 
Nice Profits! ) PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 

















WHAT'S NEW 


are offered in upflow and downflow 
types. All units operate efficiently 
with perimeter, conventional or 
small pipe systems. Front flu out- 
lets save floor space and simplify 








venting. Equipped with fan and 
limit controls, thermo safety pilot 
and pressure regulator. Burners 
can be removed for cleaning with- 
out dismantling controls and filters 
are easily changed. All models are 
finished in baked enamel. Coleman 
Co., Ine. 


For more data circle No. 28 on postcard, p. 91 


Aluminum grain scoop 

This aluminum grain scoop fea- 
tures lightweight, high bowl ca- 
pacity, aluminum rivets and the 
Ard Grip standard handle. The 
heavy gauge aluminum blade is 





protected for shipment with a plas- 
tic coating. O. Ames Co. 


For more data circle No. 29 on postcard, p. 91 


Large oblong waste basket 
This 18 qt oblong waste basket 
has been added to the Lustro-Ware 
line of matching bathroom acces- 
sories. The polyethylene basket has 
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feet and stands 14 in. high with an 
834 x 138% in. top. Comes in a 
lustrous finish of pastel colors. Re- 
tails for $2.49 nested four to a 
carton. Columbus Plastic Products, 
Ine. 


For more data circle No. 30 on postcard, p. 91 


Promotional custom planter 
This expensive looking 2-piece 
custom planter is promotionally 





priced to sell. The stand is brass 
plated on nickel and lacquered to a 
high gloss finish. Leakproof steel 
liners are rustproof and come in a 
choice of black or white. Liners are 
12, 18, and 24 in. sizes in 414 in. 
width and 4% in. height. Carlisle 
Mfg. Co., Ine. 


For more data circle No. 31 on postcard, p. 91 


Anti weed and insect sprays 
Vigoro’s 1958 line of gardening 
aids includes three new hose spray- 
er items. These items require no 
mixing and are attached to a gar- 
den hose for use. All bear the name 
End-O-Pest. The ant and lawn in- 
sect spray (shown) contains 45 
percent Chlordane. One pint covers 
16,000 sq ft. Evergreen and orna- 
mental spray contains Malathion, 
TDE and the red spider mite killer, 
Kelthane. One pint makes 5 gal. 
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J&L Double-Drain WARE...ne new quality line 


Laundry Tubs that sells on sight ° 
Housewives appreciate exclu- 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
sive features of these work ~ 8 y S ger, pri 


right for faster turnover and higher profits. Stock the best . . . sell the 
best ... the new J&L galvanized ware. 

te : ; Order J&L ware today from your hardware jobber. For detailed informa- 
j norma eo po ) a vi — tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
hook, ceiaiaie unl lade. yar direct to the Container Division, 405 Lexington Ave., New York 17, N. Y. 


able in two styles, double or 
single, they are mounted on ° 
sturdy stands with rollers. Jones & Laughlin 


STEEL ...a great name in steel 


Galvanized Ware Plants: Toledo, Ohio; and Atlanta, Georgia 
HARDWARE AGE, NOVEMBER 21, 1957 97 





“SALES OPENERS! 


HINDLEY 
Colf-Service 


You save space, too! Compact Pic-Paks take 
¥3 the space of bulky plastic bags . . . stack up 
neatly and easily on open counters or display 
areas...save time and trouble during inventory. 


You can order your entire bright wire hardware 
needs from one dependable source. Handy Pic- 
Pak assortment No. 36 includes screw eyes, cup 
hooks, screwhooks, curtain rod hooks, gate 
hooks, shoulder hooks and clothesline hooks. 
Units are available individually or on colorful 
counter display rack. Order thru your whole- 
saler today! 





indley 


be 1897 





PIC-PAKS 


You invite impulse sales when you stock Hindley Pic-Paks. Customers just 
naturally go for these neat, “see-thru” units that make bright wire hardware 
purchases so quick, easy and profitable. 


Hindley Pic-Pak 
assortment No. 36 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE + COTTER PINS « PLUMBING SPECIALTIES 
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WHAT'S NEW 





Lawn weed spray contains 2, 4-D 
and 2, 4, 5-T and kills broad leafed 
weeds, poison ivy, and wild onion. 
Pint bottles come with plastic hose 
attachment. Plant Food Div., Swift 
& Co. 


For more data circle No. 32 on postcard, p. 91 


12 gauge shotgun shell 

Sporting enthusiasts will be cus- 
tomers for this new 12 gauge 3 in. 
Magnum shotshell which has been 
added to the Winchester line. The 
shell is loaded with 1% oz of BB, 
2 or 4 shot and increases the num- 
ber of pellets in the effective pat- 
tern for long range wild fowl. The 
new load is suited for all 12 gauge 
shotguns with 3 in. chambers. 
Available in Winchester Super 
Speed or Western Super-X brands. 
Note: This product originally ap- 
peared in the Aug. 29 issue, page 
74. The item describing the shell 
was not entirely accurate. Winches- 
ter-Western Div., Olin Mathieson 


Chemical Corp. 
For more data circle No. 33 on postcard, p. 91 


Direct drive chain saw 

This Super 6 direct drive chain 
saw is featured in the Lombard line 
of medium and high powered direct 
drive and gear driven models. Super 
6 is designed for the tough timber 
cutting jobs. Develops over 6 hp. 
Other features include a diaphragm 
carburetor for cutting in all posi- 
tions, flame proof muffler directed 
forward, positive action starter, 
manually operated oiling device at 
rear handle bar and greater fuel 
and oil capacities. The lightweight 
unit also has a wrap around handle 
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Excellent quality... 
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... by far the most complete line VLCHEK has ever offered! 








SOCKETS AND SETS ... all drives—all sizes—alloy steel 

WRENCHES ... all types—alloy and carbon steel 

PUNCHES AND CHISELS . . . complete assortment—two finishes 
HAMMERS .. . ball pein—nail and brick 

SCREW DRIVERS ... . plastic or wood handles 

ADJUSTABLE WRENCHES .. . five sizes—alloy steel 

PLIERS .. . all types 

TINNER’S SNIPS . . . full range—finest quality 

TUBING CUTTERS, FLARING TOOLS, TUBE BENDERS .. . a complete line 


THE VLCHEK TOOL COMPANY 
3017 E. 87th Street * Cleveland 4, Ohio 











QUALITY. = 
Celbhethih mith jj WHEELBARROWS 


4ANCO MATERIAL HANOL/ING EQUIPMENT : 
, SINCE 1881 


SPARTAN 


Deluxe model lawn and 
garden barrow. Rolls easily, 
has 3 co. ff. capacity. Qual- 
ity built, attractively painted 
— a sure seller. 


- « COMPETITIVELY PRICED 
WITH FEATURES THAT SELL 


Lansing wheelbarrows are first with dealers 
because they're first with customers. A complete 
line, from lightweight tubular steel to heavy 
duty contractor's barrows, is engineered to last 
longer and priced to sell. 


. : er ; 
ae 
ih " | 

sah 


A low priced utility bar- The ideal barrow for 
row for wet or dry use, home or farm use. Light- 
Sturdy with extra-strong weight and serviceable with 
braces. 3 cu. ft. capacity. 3 cu. ft. capacity. 


ASK YOUR HARDWARE WHOLESALER FOR COMPLETE CATALOG 
SHOWING WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 


lAMNSING CO. LANSING, MICH. 


4ANCO MATERIAL WANOLING EQUIPMENT BOSTON, MASS. 




















MINNEAPOLIS, MINN. ,, 





WHAT’S NEW 





bar and sprocket shield and a 
heavy-duty oversize clutch for lug- 
ging speed. Super 6 model D-64 is 
available in sizes 16, 20, 24, 30, and 
36 in. with a choice of 7/16 in. 
pitch chain, Atkin or Oregon. Lom- 
bard Governor Corp. 


For more data circle No. 34 on postcard, p. $1 


Room to room booster fan 


This room to room ventilating 
fan provides maximum effective- 
ness for home heating and air con- 
ditioning systems. It is an air 
booster for rooms not receiving the 
proper flow of air. The unit fits a 


914 in. square opening between 
studding and is adjustable for walls 
2%, to 514 in. thick. Finished in 
white enamel and pull chain op- 
erated. Lists for $21.95. Nutone, 
Ine. 


For more data circle No. 35 on postcard, p. 91 


Open pit barbecue wagon 


Rustic hickory axe handles are 
an outstanding feature of this 
Roundup Wagon open pit barbecue 
in the Covered Wagon line. The 
unit has 8 in. rubber tired wheels, 
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(oP America's finest and most complete line of — 
DEVE GILT Lawn SPRINKLERS and GARDEN ACCESSORIES 


LAFAYETTE introduces for 1958 the most unique group of lawn 
sprinklers and garden accessories ...incorporating the most 




















\ advanced design and performance innovations. | 
Package-Designed to . Send to at 
NIAGARA Sprinkler. ‘SELL-ON-SIGHT’ and priced 1 
Chrome plated brass for ‘FAST SALES’! 


Spraying Arm unit, 
green cast base. 








WHIRL-WIND Sprinkler, 
sprays 40 foot area. 
Chrome plated brass 

Arms, green cast base. ‘ - i 
im Sie Oo” 


"Dual-CQ)-Matie 
e LAWN SPRINKLER 
s “DIAL” for desired areas. 
“SNAP-ON” coupling connects 
or disconnects in split-second. 


Chrome Plated Arm, 
White Base. 


















PISTOL GRIP HOSE NOZZLE 
Authentic looking, One 
hand operation. Press 
trigger to automaticall 
lock nozzle into any spray 


position. “SNAP-ON” 
"Stroller" 
» Sprays 10 to 65 feet. 


Coupling 
LAWN SPRINKLER 
= Chrome plated Arms, fo Ist Popular Priced Fine Quality 
P so green cast base. Strolling Lawn Sprinkler. Follows 
hose in any direction or pattern. 
Slow movement for 
mm complete water 
saturation Tractor 
type wheels. 






















wenn roe 

LAFAYETTE Sprinkler. 
Adjustable Nozzles for 
mist, spray or stream. 






































RAINBOW Sprinkler. 
Adjustable Nozzles for 
mist or rain spray. 
Chrome plated brass 
Arms, green cast base. 













GARDEN SPRINKLER 














¢/ DUCHESS Sprinkler. 7 7 eee er ‘a “ 
eee Adiystable Nozzles for § “Gites a | rp _ 
eh mist, spray or stream. SNAP-ON 
:. Sprays from 10 to 50 Coupling 
: ye FAN-SPRAY 
ane feet. Arms chrome 


disconnects or 
F connects in a 





plated with yellow 
cast base. 


For gentle spraying of 
delicate flowers, plants, 
seedlings and shrubs. 

Brass Polished 
Chrome Plate. 














split-second. 
_Annodized aluminum { 


AERO-WHIRL Sprinkler. 
Chrome plated 
Revolving Arms, green 

cast base. 


- i a 












_— — — SPRINKLER 
and outdoor 
shower. i 
Withstands all ~s 
water pressures ae em 
Strongest and most oes plastic 











LAWN SPRINKLER 
6-MONTH MONEY BACK GUARANTEE. 
“VARI-SPRAY” Control — Sprays 2 to 60 
feet. Features Shut-Off at 
“SNAP-ON” ‘Coupling. 


~ OK ~~ 


—_" eo pie new SHUT-OFF ay stain NECK 


RING Lawn Sprinkler. 
All Brass or 
Galvanized Bottom. 





Hunter Green Finish. 





Clinching Clinching 
Hose Mender Hose Coupling Hose Coupling 


BRASS MANUFACTURING CO., INC. 
409 Lafayette Street, New York 3, N.Y. 
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’ KESTER 


KESTER 
SOLDER 


‘el 


*‘ TV-RADIO © 


SOLDER 


se, 
Neen. 


—— 
KESTER | 
Soldering | 
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KESTER 
SOLDER 





NWZz 


7 
Your Solder 


Sales Via 


the Do-It- 


Yourself 


SOLDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 
Chicago 39, Iilinois 

Newark 5, New Jersey 

Brantford, Canada 
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WHAT'S NEW 


sturdy body and undercarriage of 
steel. Steel firebox is removable. 
Aluminum grille is diamond mesh. 
Cooking area is 21 x 15 in. Grill 





raiser is lever operated. Two wal- 
nut shelves and a steel shelf give 
ample working room. With electric 
motor, spit rod and meat forks (as 
shown) retails for $69.95. Without 
these items the unit retails for 
$49.95. George Henry Co. 


For more data circle No. 36 on postcard, p. 9! 


Chrome plated sprinkler 

This lawn sprinkler features a 
new action to produce an even 
soaking action over a wide area. 
Whirlaway is a chrome plated 
sprinkler mounted on a heavy sled 


runner base that prevents tipping. 
The fast, smooth whirling head re- 
quires no adjusting. A. W. Francis 
Co. 


For more data circle No. 37 on postcard, p. 91 


Triple-duty home shop vise 

The do-it-yourself trade will be 
attracted by this versatile vise for 
the home workshop. This stream- 
lined unit is a combination wood- 
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INDIVIDUAL PEG PANELS 
MOUNTED ON 
THE NEW HUSKY 


PARADE-OF-TOOLS 
DISPLAY 


FAST SELLING, 


® 
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PY HUSKY PEG PANELS! 


Here’s the quick, more profitable way to SELL HUSKY Tools—Peg Panels that 
attach to your own peg boards—or to the new, rotating “Parade-of-Tools” 
HUSKY Display. Take advantage of the trend to “do-it-yourself” selling with 
these neat, colorful, sales-active Peg Panels that keep famous HUSKY Tools 
right out in front of your customers. Tool identification and Part numbers 
are printed on each Peg Panel and replaceable price strips are supplied. 
HUSKY Peg Panels reduce low turnover, high inventories because you have 
a wide selection of 22 different Panels to choose from .. . you stock and sell 
only the fastest moving Tools your customers prefer. Using the HUSKY 
“Parade-of-Tools Display” you can also select and show the individual Tools 
and Tool Sets you pick to feature in your store. 


Save time, space, and selling expense with HUSKY Peg Panel Displays .. 


they’re designed for MULTIPLE use to multiply SALES — with EXTRA 
PROFIT for you! 


Husky Tools 
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HUSKY TOOL DIVISION 
THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 


LOW-COST HUSKY CARBON STEEL TOOLS 


103 








Your keys WES to new profits are in... 


New 


BRAND ® 


PADLOCKS 


“iin 
No. 32 
Combination 
No. 1065 ETS 


Bicycle or Long Shackle 


No. 489 
Railroad Switch Lock 





Laminated 


Disc Tumbler | ik ae 


or Master Keyed 
You can rely upon FRAIM BRAND padlocks 

and night latches for the same dependable per- 

formance and customer satisfaction for which 

SAFE products have long been noted. This, too, 

you can rely upon . . . they are priced right! 

Send for the new Fraim Catalog today. 

These products sold only thru recognized 
hardware and mill supply jobbers. 


SPRAIN} ~:~ ff) raotoce: and HARDWARE COMPANY 
OF LANCASTER, PENNA. 
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WHAT’S NEW 


worker’s, metal working and pipe 
vise. Three models with conven- 
tional screw action and three mod- 
els with the Wilton rapid action 
operation are available. Jaw open- 
ings are 33/4, 4\,, and o14 in. All 
models have 314 x 5 in. fibre board 
jaw faces. Prices range from $11.90 








to $22.50. A self demonstrator dis- 
play is available and both types of 
vises are available in gift boxes. A 
light utility hobby vise on a 360 
degree swivel base is also offered 
by the firm. Wilton Tool Mfg. Co.., 
Ine. 


For more data circle No. 38 on postcard, p. 91 


Waterproof joint compound 

Key-Tite waterproof pipe joint 
compound features permanent elas- 
ticity and longer life. Key-Tite of- 
fers maximum seal in screw thread 
and gasket joints and resists aging 
by air. W-K-M Div., ACF Indus- 
tries, Inc. 
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4-wheel riding power unit 
The Simplicity 4-wheel riding 
power unit offers several improve- 
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Backed by 35,000,000 ads 


this year alone! ciate 
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LOOK... 





about (7a S greatest 
profit builders... 
4 new choose-your-size 


‘“‘rack-and-roll’’ deals 


Now OPAL Insect Wire Screening 
adds new flexibility to its proved 
profit-building dispensing rack 
and screening deals. Now, you can 
select your type of rack and also 
the widths of screening most 
called for by your customers. 

And look at the low, low prices! 
Better call your distributor be- 
fore they go up... or mail coupon. 


















Deal No. 2A 
Rack (not shown) with five 100-ft. rolls of OPAL Alumi- 
num Screening (1267 sq. ft.). Your choice 26”, 28”, 
30”, 32”, or 36” widths. Price $119.95* (Rack only— 
$39.95 f.0.b. Factory). 


Space-saving single-sided Aluminum 


Deal No. 3A Double-sided Aluminum Rack with five 
100-ft. rolls OPAL Aluminum Screening and five 100-ft 
rolls OPAL Galvanized. Your choice above widths. Price 
$199.75* (Rack only—$52.95 f.0.b. Factory). 


Deal No. 4A Double-sided rack with ten 100-f. rolls 
OPAL Aluminum Screening. Your choice above widths. 
Price $222.75"*. 


Deal No. 5A Double-sided rack with ten 100-ft. rolls 
OPAL Galvanized Screening. Your choice above widths 
Price $179.75". 


* Freight prepaid and allowed east of Rockies 


Opal America’s fastest-selling 


quality screening. 


Use this coupon today! 


Please hove distributor in my territory contact me on 


Rack Dea! No 


COMPANY 
STREET 


CITY _ STATE 


Mail coupon to: 


NEW YORK WIRE CLOTH CO. 


York, Pennsylvania 














WHAT'S NEW 








ments for 1958. The unit is pow- 
ered by a 4 cycle, 4 hp Briggs & 
Stratton engine with recoil starter. 
The duomatic 2-speed planatory 
rear axle offers two speeds forward 
and reverse. Knob actuated worm 
gear adjusts cutting heights from 
114%, to 3% in. Other improvements 
include a hard rubber roller on 
rotary application, 6 bladed, 7 in. 
diameter reel, and 3 in. wide rub- 
ber tires for gang mower applica- 
tions. The power unit is adaptable 
for 30 in. reel or 24 in. rotary 
mower cutting or as a gang mower 
combination cutting a 59 in. swath. 
Other items in the line include 
garden tractors and cultivators. 
Simplicity Mfg. Co. 
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(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 
Dulux enamel machinery finish. A 
free display rack is available with 
an order of 102 of the 16 oz pack- 
ages. FE. I. DuPont de Nemours & 
Co. 
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Panel fixture merchandiser 
This self service merchandiser 


_holds 21 popular sizes and types of 
| perforated board fixtures. The com- 
| pact unit is 54 in. high, 24 in. wide 
_and 21 in. deep and is made of 
' wood and perforated board. Fin- 


ished in green, yellow, and black. 


| Contains 11 styles of fixtures in 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 

THE DYKEM COMPANY 
Established 1920 

23058 North 11th St. «+ St. Lovis 6, Mo. 

















Standard 


A a 


65 years 


WEIGHMASTER 
BATH SCALE 


POSTAL 
SCALES 


HANGING 
BALANCES 


_ Jobber 


HANSON SCALE CO. (Est. 1888 


NORTHBROOK, ILLINOIS 
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ECONOMY PACKAGE 
by MANSFIELD 


Use Mansfield’s new sturdy corrugated cartons — attractively 
printed in dual colors—to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 











The new “economy special” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Ballcocks in 
a shipping carton. There is also the standard pack of 24 
individually boxed No. 09 Ballcocks to a shipping carton. Also 
available in bulk packing (not boxed) 24 to a shipper. 


MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced. 












MAKE MANSFIELD 
YOUR CHOICE 


There are no better values to 


be had. 











No. 03 


No. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 




















CLOSET SPUDS 






Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


Perrysville, Ohio 


133 First St. 
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BIGGER Profits 


Sell and profit with B-Line, the complete line of hose 
and underground sprinklers. First quality materials 
and expert workmanship eliminate consumer com- 
plaints. For bigger profits, it’s B-Line, the fast selling 
sprinklers with sales appeal. 









Rotary 
Lawn Sprinklers 









THE 


SPRINKLERS Factory adjusted for proper rotat- 
WITH THE ing speed, this low-cost lawn 
INTERNATIONAL sprinkler is a long-time favorite 


of home owners. Individually 
packaged with B-Line Stand in 
handsome new. eye-catching 
carton. 


Strip Pattern Sprinklers 


Designed specifically for water- 
ing curbing strips, parkways or 
other long, narrow turf areas. 
Excellent coverage and penetra- 
tion. Handsomely packaged with 
B-Line Stand for sales appeal. 


Versatile Rocker-Jet Sprinklers 


handle any home watering problem from se 
long, narrow strips to full circles simply 
by adjusting Area Selectors. Spray Maker 
Pin permits adjustment of spray length, as 
well as distribution pattern and is stand- 
ard on all Rocker-Jet Sprinklers. Individ- 
vally packaged with B-Line Stand. 


REPUTATION 








Pop-Up Lawn Sprays 

are permanently and invisibly installed just below 
turf level for perfect, easy lawn irrigation. Merely 
open the angle control valve and sprinklers pop 
up into action. Available in quarter, half and full 
circles for %2” or %” risers. Shrubbery Sprays 
and Bubble Heads are excellent for high plant- 
ings or flooding beds. 










Write for brochures 104 and 105. 


MFG. CO., INC. 
P. O. Box 232 + Fresno (8), Calif. 


42 YEARS EXPERIENCE BUILDING 


BETTER LAWN SPRINKLERS 


bigger profits! 


essai 


faster turnover! -<@ 


GRIES 
WING NUTS 


;.CAP NUTS 
al? die cast of 
> Zinc alloy 


for highest quality 
at lowest cost! 










- 


var 










IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 


Your customers want 
quality plus economy! You want 
fast turnover plus profits. Gries die 
cast zinc alloy wing nuts and cap 
nuts are the answer. Non-ferrous, 
rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 
extra profits! 


Write today for prices and catalog sheets 


fe. 


GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, N. Y. 
Telephone: NEw Rochelle 3-8600 


World's Foremost 
Producer of 
Small Die Castings 
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| represents 
_ builders’ hardware department. In- 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


transparent bags, 10 styles and 
sizes in open stock packages and 5 
each of the workshop starter kit. 
Four sizes of %¥% in. perforated 
board, 90 sq ft, are also included 
and fit into the back of the unit. 
Folders and a holder are furnished. 
A 16 x 20 in. counter display box 
for fixtures is also available. Turn- 
buckles, Inc. 
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Lock and hardware display 
Impulse sales will be stimulated 
by this Yale lock and hardware 
island display. The attractive unit 
a complete residential 


dividual natural wood panels are 


'removable and have easel backs. 
| The unit which takes only 3 sq ft 
of space, can be used as an in- 
_ terior 
| There are removable mounts that 


island or along the wall. 


permit locksets to be handled and 
selected with different escutcheons. 
Drawings are next to each item on 





the board for easy ordering. Yale 


| & Towne Mfg. Co. 
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Barbeque aprons, accessories 


Smokey Joe and _ Barbe-Cutie 


hand printed barbeque aprons are 


two of the items in this line being 


_ packaged in polyethylene impulse 


| packages. 


tach of these designs 
sells for $1.98. With chef’s hat, 
cooking mitts or both at $2.98 and 
$3.98. Peppery Pete, a deluxe de- 


sign, retails at $2.49 and in sets at 












$3.49 and $4.49. Cooking mitts re- 
tail for $1.49 and asbestos gauntlet 
safety glove at 98¢, both in the new 
package. Catalog and display rack 
available. Textile Mills Co. 
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Automatic floor mop display 


The 2-head Quickie automatic 
floor mops can be shown to good 





advantage in this colorful display 
carton. Six individually packaged 
mops with an extra waxer head in 
each package are in the green and 
red unit. Two sponge refills and 
one waxer refill are also included 
for resale. Customers can try the 
self squeeze action. A window 
streamer is included in the pack- 
age. Quickie Mfg. Co. 


For more data circle No. 45 on postcard, p. 91 


Electric clock merchandiser 
Dealer profits is the aim of this 
factory set up counter display for 
Westclox electric clocks. A new 
alarm clock called Lace (left in 
photo) and the established Tide 
and Fortune clocks. The Lace has 
shatter proof crystal, sweep second 
and alarm indicator hands. Avail- 
able in white case for $4.98 and in 
pink or blue for $5.98. Display 
shipper carries white and pink 
models. The four clocks and card 
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Lo 
F 
THIS TRADE-MARK JIcLAss} has been 


seen year after year in national magazine 
advertisements ... 200,000,000 times 
per year! 











That’s why THIS LABEL 


on window glass is head 
and shoulders above all 
other brands in customer 
recognition and merchan- 
dising power. 




















= 
What’s more, L‘O:-F =as—== Window 
Glass is top quality and is the easiest to 
cut. Try it, and you'll see. 


Ask your L:O:F Glass Distributor about 
the folders, displays and other saleshelps 
available. Sell with the power of national 
advertising. Place your next order with 
an L:-O-F Glass Distributor and specify 


LIBBEY -OWENS:-FORD 
a Great Name in Glass 
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PROTECTED 


IN THE MIDWEST.... 
MIRACLE GREEN to promote 
“LAWNS FOR A PURPOSE’... 


This promotion will bring big benefits to every Miracle Green 
dealer! Here’s a program successfully proven to combat a low 
price merchandising . . . and bring better seed profits. This coming 
season we will be able to tell more of your customers, more often, 
which Miracle Green blend to select for the type of lawn he 
wants most... 


a 


xxxx SUPER 
Quality blend 


for a permanent luxury 
lawn! 





** hardy 
Turf blend 


for play areas where 
children run! 


xxx High 
Quality blend 


best for outdoor living 
and entertaining ! 


" FAMOUS MIRACLE GREEN TREATMENT... 


another BIG Customer Benetit! 












Miracle Green is treated with a distinctive green chemical to resist soil born 
diseases ... producing lawns many times up to twice as thick ! 












TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 






a 


¥ 


cd VESTN 


Rss 
ae Lae Saas 


' come in lots of six to a case. West- 


clox Div., General Time Corp. 
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Furnished line display deals 


This revolving metal display 
stand is included with each of four 


furnished fishing line deals avail- 
_able. The stand holds four colored 
| plastic strips of 12 furnished lines 
-each. Rack No. 92PS has 20 ft 















MIRACLE GREEN 


Srealed 


LAWN SEED 


IN THE MIDWEST 


MIRACLE GREEN Incorporated 
1218 West 8th Street 
Kansas City, Mo 













| bream and bluegill line, about 6 Ib 


test, with egg and ball floats in red 


| cx 
Ee" 
rm 
= 
re 
* * 
™ 
F 





and white and green and white. No. 
97PS has 20 ft special bass line, 


| about 20 lb test, with red and white 
_and green and white 2% in. barrel 
| floats. 
|_bass and panfish line, about 10 Ib 
test, with C10 and C100 floats in 
_red and white. Ideal Fishing Float 
| Co., Inc. 


| For more data circle No. 47 on postcard, p. 91 


No. 98PS has 20 ft special 


File merchandising rack 


This self service file merchan- 
diser consists of 24 Deluxe first 
quality files, 3 each of 8 types, 
carded, prepriced and displayed on 










































“WHITNEY helped me 
sell more 
Quality Seed...” 


“When Whitney told me 
about their °57 Plans last 
year | wasn’t sure the idea 
would work for me. But I was 
willing to try to sell more of 
the better quality seed mix- 
tures. It only amounts to 
putting emphasis on lawn 
use, not on just grass seed 
in a box. | tried it and it 
worked for me. I sold 30% 
more higher quality Whitney 
Lawn Seed than ever before. 

Howard J. Markley 

(Owner) 

Peat’s Home Hardware 


Mansfield, Ohio 





WHITNEY’S PROVEN MERCHANDISING FORMULA Log 
SELLS LAWNS FOR A PURPOSE ‘“W 


not just grass seed! ( 





a] Repeated success stories prove the profit- 





ability of merchandising the Whitney way. 





\ This success lies in selling the right seed 
formula for the use your customer is going 


a to make of his lawn. And, the Whitney 





formulas that suit these uses bring you 


greater profits. 


_ | NEW FOR ‘58 SEASON! 


You can get in on this proven merchandising 


plan easily! Order this unique “‘Lawn for a 





| Purpose Pak’ containing a balanced stock of . 
j Pp < 
) ' Take, of 
\ Whitney’s Luxury Lawn, Outdoor Living and ' Whatk ° 
| Fun & Frolic formulas (new names for WHITNEY lawn for you ; 





Excelsior, Pan American and City Park 
brands). It makes its own mass display unit 


> 


dramatizing “Lawns for a Purpose”. Ask your 


distributor today for full details ...or write! 






Super -Kefined 
LAWN SEED 


anit NE rp 


Super Refined 


ioe iti ial SEED CO. 599 Perry Street, Buffalo 








SHE LIKES THINGS 
WITH 








SHE’S 
BUYING 














taper 


-— a ni vd 
2000" 
KITCHEN TOOLS 
In open stock assort- 


ments and beautifully 
gift-boxed sets. 


FLINT 2000” 
KITCHEN TOOLS 





the greatest name in housewares 





Ekco Products Company 
Chicago 39, Illinois 





Ekco Products Company, (Canada) Ltd., 
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7O HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





a free 3-tier stand-up or hang-up 
metal rack. Files are various sizes 
of mill bastard, round, extra slim 
taper, double extra slim taper, and 
round bastard types, all popularly 
priced. Retail list is $13.80. Open 
stock refills available carded and 
prepriced. Fuller Tool Co. 
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Ad mats for toilet seats 


Here is a 4-page folder showing 
free newspaper ad mats available 
for promoting the Puritan Imperial 
700 toilet seat. Mats in sizes from 
1 col, 4 in. to 5 col, 10 in. are 
shown. The seat is priced at $6.95 
and comes in 11 colors. Century 


Products, Inc. 
For more data circle No. 49 on postcard, p. 91 


Paint roller merchandiser 


Customers will be attracted by 
this eye-catching revolving paint 
roller display available free to 
dealers with the purchase of about 
$100 in rollers. Display comes in 
two sections. The upper section 
holds roller sleeves in six compart- 





HARDWARE AGE, 


ments. Lower section holds boxed 
sets, trays and roller frames, in 
7 and 9 in. width. The sides of 
the Rollerama hold 144 and 8 in. 
rollers. Prices are marked at each 
self - feeding compartment. Baker 
Brush Co., Ine. 
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Electric tool kit circular 


The new Thor No. 20KJS Speed- 
Shop kit featuring drill, jigsaw, 
sander, and polisher is one item 
described and illustrated in this 
circular. Also described is the No. 
20K SpeedDrill kit with grinding, 
wire brush and other accessories. 
Both kits come in a handy steel 
carrying case. Thor Power Tool 
Co. 
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Touch-up paint merchandiser 


Nine colors in enamel plus bronze 
and aluminum paint and spar var- 





nish in 2 oz jars are shown on this 
Pleasuretone paint merchandiser. 
Two each of the 12 items are 
packed in the display. The 24-piece 
assortment retails at 29¢ a jar. 
Dealers may restock colors in a 3 
jar prepack of one color rather 


than in large lots. Star Bronze Co. 
For more data circle No. 52 on postcard, p. 91 


Cabinet hardware display 


Up to 110 Amerock cabinet hard- 
ware items can be displayed on 
eight flexible easy-to-shop levels on 
this merchandiser. Display provides 
24 ft of shelf space in 3 x 3% ft 
of floor space. Continuous price- 
molding, precut glass binning and 
yellow perforated paneling are con- 
struction features. Base has com- 
position kick plate. About 240 
pieces of hardware come with each 


NOVEMBER 21, 1957 














unit. A l-sided unit for wall dis- 
play is also available. Amerock 
Corp. 
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Pump, water system catalog 


The complete line of 2-wire Dol- 
phin submersible pumps and water 
systems for 4 in. or larger wells is 
described in this catalog. Models in 
sizes from 1% to 1 hp, capable of 
reaching depths to 360 ft and de- 
livering up to 2400 gph are fully 
described and illustrated. Rapiday- 
ton Div., Tait Mfg. Co. 
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Bath scales merchandiser 


Hanson bathroom scales can be 
shown on the counter, in the win- 
dow or on perforated paneling on 


tee 
» 


Thi 4 


j he. ; G A Fed if f, . 





this handy 3-way display stand. 
Several of these brackets can be 
used together for displaying sev- 
eral colors and models. Available 
free with sales card attached. Han- 
son Scale Co. 
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Fishing reel catalog sheets 


The 1958 line of Langley spin- 
ning and casting reels is described 
in three catalog sheets. Featured 
on one sheet is the newest Langley 
reel called Cast-Flo Deluxe 900, a 


closed face high quality reel. Sells : 


for $17.95. Seven spinreels rang- 
ing from $16.95 to $37.95 are 
shown. Seven casting reels from 
$8.50 to $17.95 are also shown in 
the colorful sheets. Langley Corp. 


For more data circle No. 56 on postcard, p. 91 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Merchandising display racks 


Snap-Lock display racks can 
stand or hang any place in the store 








in any combination desired. The 
units come with solid black or 
speckled tops and lock together in 
any combination as permanent or 
temporary fixtures. Snap-Lock Co. 
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Flexible shelving system 

You can store parts of varying 
sizes, shapes, and quantities with 
this flexible shelving system. Sys- 
tem consists of wooden storage 
boxes mounted atop each other or 
placed alongside each other. Shelv- 
ing in each box can be arranged to 
suit your particular needs. Each 
box measures 29 x 18 x 15 in. and 





has capacity of 4.53 cu ft. Rath- 
borne, Hair & Ridgeway Box Co. 


For more data circle No. 58 on postcard, p. 91 
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NADIUM USA 














Makes 
anything 
that’s hard 
to cut... easy 
to cut! 


Now included 
in famous FLINT 


7 : | a Holdster® sets 


as well as in 
open stock 

to give your 
customers the 
right blade 
for every 
cutting job. 


Feature FLINT 
Holdster® Sets 
with Waverly 
Knives for 
difficult cutting 
... Hollow 
Ground Knives 
for uniform 
textures. 


FLINT 
Cutlery 





the greatest name in housewares 


Ekco Products Company, Chicago 39, Illinois 
Ekco Products Company, (Canada) Ltd., Toronto 
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How's the Hardware Business? 





Toro Lawn Mower Dealers Are Now Authorized 
To Service B. & S. and Lauson Engines 


Toro lawn mower dealers are 
now authorized to service both 
Briggs & Stratton and Lauson en- 
gines used with Toro mowers. In 
the past, service on the engines 
under the warranty had to be per- 
formed only by authorized service 
outlets of the engine manufac- 
turers. 

This important change in policies 
of the two large small-engine man- 
ufacturers means that in the future 
Toro servicing dealers will be au- 
thorized to handle warranties on 
both the engine and the mower 
chassis. 


At the same time, Toro distribu- 
tors have been authorized to handle 
repair parts and replacement parts 
for the Toro servicing dealers. 

This new program is expected to 
strengthen the position of Toro 
dealers and distributors and at the 
same time speed up and simplify 
servicing of Toro machines. 

The new policy will, in effect, 
make Toro servicing dealers also 
Briggs & Stratton and Lauson ser- 
vicing dealers, so far as Toro prod- 
ucts are concerned. It is under- 
stood in the trade that Toro dealers 
who are not already registered ser- 
vicing dealers of the engine manu- 
facturers will be discouraged from 
seeking parts and replacement en- 
gine orders ‘rom trade sources. 

Under the new setup, Toro dis- 
tributors will receive the same 
technical and sales assistance, and 
discounts, from the Centrals as are 
now extended to regular authorized 
service distributors. 

However, the Toro distributors 
will work only through Toro deal- 
ers, in supplying repair and re- 
placement parts. 

This new policy on the part of 
the two engine manufacturers has 
attracted considerable trade inter- 
est and is being closely followed by 
other mower manufacturers. There 
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is a belief that if this Toro program 
works out satisfactorily, it may be 
extended to other large users of 
such engines. 


Wholesalers’ sales down 
4 percent in September 


Sales by all wholesalers in Sep- 
tember totaled $9.8 billion, the 
Commerce Dept. reports. 


This is a decrease of 4 percent 
from August, 1957, sales. 


Sales for the first nine months 
of 1957 stand at $88.4 billion, 2 
percent higher than the like period 
of 1956. September sales were even 
with last year. 


September sales by hardware, 
plumbing and heating goods 
wholesalers were 2 percent higher 
than in August, and even with Sep- 
tember, 1956. Inventories were 1 
percent lower than August, and 
even for the year to date. 


Court urges review of 
Sunday closing laws 


Should Sunday retailing be per- 
mitted? 

The question came back into 
the spotlight recently when the 
New Jersey Supreme Court voided 
two ordinances banning certain 
businesses from operating on 
Sundays. 

The court ruled the two ordi- 
nances were invalid because they 
prohibited the sale of certain 
items while allowing the sale of 
other items. 

Last year the court ruled that a 
state law against Sunday retail- 
ing was ineffective because it had 
no penalty provision against vio- 
lators. 

The court said the question of 
Sunday closing was a legislative 
matter. It said the legislature 





should review the state’s Sunday 
closing laws. 

In Pennsylvania a similar law 
against Sunday openings has been 
on the books for years, but has 
never been enforced. As a result, 
many businesses have elected to 
stay open. Recently, however, the 
state passed a new law banning 
automobile dealers from opening 
on Sundays. 


Hardware store sales 
are down in September 


Retail hardware store sales were 
$225 million in September, down 
$20 million or 8.9 percent from 
September, 1956, the Commerce 
Dept. reports. 

The September sales figure 
brought to six in a row the number 
of months that retail hardware 
store sales have fallen behind 1956 
monthly totals. 

The current year to date trails 
the record-breaking first nine 
months of 1956 by $83 million, or 
4 percent. However, sales are $16 
million ahead of the nine-month 
total in 1955. 

Here are the Commerce Dept. 
unadjusted estimates of hardware 








store sales for the last three 
years: 
(millions of dollars) 
1957 1956 1955 
January 183 175 170 
February 174 171 160 
March 208 207 196 
April 221 227 228 
May 253 266 246 
June 248 275 242 
July 238 250 238 
August 234 251 237 
September 225 245 251 
Nine- 
month 
totals $1,984 $2,067 $1,968 
October 258 259 
November 254 244 
December 314 317 
Totals $2,893 $2,788 


American Chemical Paint 
offers extra discount 


American Chemical Paint Co., 
Ambler, Pa., has added a 5 percent 
discount to every 10-case order 
placed prior to Dec. 31, for delivery 
in 1958. 
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You’ll SELL MORE 
PROFIT MORE 


AMERICA’S 


@ Sturdy, modern floor 
displayer. Takes little 
space—makes many 
“impulse” sales. 


@ Mat Illustrated 
SS-1 
Stainless Steel Queen 


There’s nothing like 

volume to make profits 
grow ... and Aristo-mats give you real 
volume. Powerful national advertising 
and attention-getting publicity make 
Aristo-mat one of today’s top sellers. 


Offering ideal protection for stove 
tops, table tops, and grease-catching 
wall surfaces, they’re a natural for 


your kitchen conscious customer. 


Practical is the word for 
Aristo-mats. And profitable is the 
word for dealers carrying them. 


mecca ; a RU Bee These unmatched features mean 
atented, so 9, y oe 
Kant-Kut-Korners. Perfect . | ees EXTRA SALES, EXTRA PROFITS for 


— coma - -t* -—aaee < you! @ Sell Aristo-mats and you sell the finest! 


@ Asbestos-cushion 
backing to withstand 
up to 350° heat. 


@ Patented, 


pM 
' ” A division of PHOENIX TABLE MAT CO ( 4 
"Rigid-edge 

construction for double strength. 1718 E. 75th Street s Chicago 49, Ill. 


Prevents warping. 
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Promotions 


Manufacturers’ New Merchandising Plans 





The film deals largely with the 
typical suburban do-it-yourselfer, 
and how he gets interested in a 
home workshop. The film shows 
how to start this customer with 
the right basic tools for everyday 
home repair jobs. 

Dealers may obtain use of this 


Supreme's color movie 
promotes home workshop 
A 15-minute, color-sound movie, 
titled “You Can’t Put a Price on 
It,” has been produced for dealer 


use by Supreme Products Corp., 
Chicago. 





FIRE ENGINE RED 





BULLDOZER YELLOW 


Light Up XMAS PROFITS! 


. . . with 
* 


ELECTRIC LANTERNS 


8 Kids Love These Authentic 
Replicas! 
Comet Electric Lanterns are kid-size 


reproductions of the lanterns used by fire- 
men, railroad men, construction workers. 








there’s a big promotional package that’s 
yours for the asking! 


® Order Now, in Three Dazzling 
Colors: 


* Bulldozer Yellow 
* Fire-Engine Red 
* Locomotive Black 
Each packed in colorful display box. 


® Mothers Love ‘em Too! 


The women rave over these sturdily 
built, brightly colored lanterns . . . and 
with good reason! They're safe ... use 
standard flashlight batteries; just turn 
wick handle to light. They're creative 
. . . help stimulate children’s imaginative 
play. 


® Best of All, Dealers Love ‘em! 


Why? Because they MOVE! They’re 
easy to stock, display, sell. And they'll 
move related items like magic! Comet 
Electrics offer a firm 40% discount. and 


See your Dietz Distributor, or write 
direct for complete details 
R. E. DIETZ CO. 
106 Leavenworth Ave. 
Syracuse 1, N. Y. 























16 mm. film at no charge for show- 
ing to customers in their stores. 
This movie ties-in ideally with a 
sales promotion or special demon- 
stration of home-power equipment. 
Available from Supreme Products 
Corp., 380 Madison Ave., New 
York 17. 


Krylon promotes its line 
in Christmas advertising 


Krylon, Inc., Norristown, Pa., 
has a national advertising cam- 
paign in high gear to stir up added 
Christmas traffic for dealers’ stores. 

Krylon’s ads point up the value 
of push-button touch-up paints in 
preparing the home for guests, dec- 
orating gift packages, and high- 
lighting wreaths and ferns for the 
holiday season. 


While the full line is being 
pushed, heavy emphasis is on gold, 
silver, green, and red colors. Part- 
page and full page ads are appear- 
ing through Dec. 19 in these con- 
sumer magazines: Life, Better 
Homes and Gardens, Ladies’ Home 
Journal, and Better Homes and 
Gardens Christmas Idea Book. 


Fall sales campaign set 
for Empire's Sno-Mover 


Dealers who sell snow equipment 
will be interested in the fall pro- 
motional campaign set for Decem- 
ber by Empire Brushes, Inc., Port 
Chester, N. Y. 

A large ad for Empire’s two-way 
Sno-Mover will run in Good House- 
keeping magazine. This advertising 
will be backed up with television 
spot announcements in key market 
areas. 

Tie-in display materials, ad mats, 
and point-of-purchase promotion 
kits are available at no charge to 
dealers. 


Mystic Christmas ads on 
network NBC television 
Mystic Adhesive Products Co., 
Chicago, has an intensive five-week 
TV promotion, ending Dec. 16, 
aimed at stimulating dealer traffic. 


Dave Garroway’s “Today” show 
over 64 NBC-TYV stations blankets 
the daytime audience. In the eve- 
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Now you can 
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Gypsum Board Dry Wall Nails 
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Ring-Shank Staples 
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Underlayment Nails 
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Ring-Shank and se 
Xx NAILS - 


NAILS that hold like Screws! 


We started by making them in a limited 
range of sizes and types. Sheffield Ring- 
Shank and Drive-Screw nails quickly proved 
their big advantages to builders. The question 
was fired at us from all directions. “Why 
not make these nails in all sizes?” Answer: 
Now you can have a full line of Sheffield 
Ring-Shank and Drive-Screw Nails to give 
multiplied holding power in any common-nail 
application. 


Up to 8 TIMES or Greater Holding Power 


Tests in a leading University with Sheffield 
Ring-Shank and Drive-Screw Nails showed 
average withdrawal resistance of 320% and 
251% (respectively) greater than same-size 
plain-shank nails, immediately after being 
driven. After nine weeks and a drop in mois- 
ture content of the wood from 17% to 10%, 
withdrawal resistances of these Sheffield 
nails averaged 774% and 841% greater than 
the common nail. HOLDING POWER AC- 
TUALLY INCREASES WITH TIME! 


Step up Strength of Wood Structures 
at Little or No Extra Cost 


Sheffield Ring-Shank and Drive-Screw Nails 
actually can make joints stronger than their 
members — often with a decrease in number 
of nails required. Experimental dwellings 
have proved that a better, stronger structure 
can be built at less nailing cost with these 
advanced type nails. 


“Best Sellers’’ Say Dealers 


There’s selling power in their holding power! 
Whether your customer is a contractor or 
a do-it-yourselfer, selling him Sheffield Ring- 
Shank and Drive-Screw Nails is easy when 
you show him how they drive nail-quick and 
hold screw-tight. Get in touch with your 
jobber now, or write us for full information. 


SHEFFIELD DIVISION 


ARMCO STEEL CORPORATION 


SHEFFIELO PLANTS. HOUSTON «+ KANSAS CITY * TULSA 


Offices and distributors in principal cities 


sell them in ANY common-nail size! 


fs 7 ‘ 


f >, Roof Rafter Nails 





Pole Barn Nails 








Wood Siding Or Face Nails 
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Tole); DECKING NAILS” 
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Packed in Handy 100. 50 
20 and 5 Ib. cartons 
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Manufacturers’ Promotions 
(Continued) 





nings, Jack Paar’s “Tonight” pro- 
gram has a 43-station NBC-TV net- 
work hookup. 


Each show offers a free 24-page 
booklet showing ideas for Christ- 
mas use of Mystic tapes. Each 
offers novel ways to decorate with 
tape. Dealers are offered tie-in 
display and advertising material. 


Edmont begins 7 month 
advertising campaign 
Edmont Mfg. Co., Conshocton, 
Ohio, has begun a seven month 
advertising campaign to increase 
dealer traffic for work gloves. 


Ads will run in the Saturday 
Evening Post through April, 1958. 


Three sample pairs of the gloves 
being advertised are available to 
dealers for examination at a total 
cost of $1. The three pairs may be 
resold at regular prices totaling 
more than $3. 


Department store sales 
still show 2 pct. gain 


Department store sales in the 
week ended Oct. 26 dropped 1 per- 
cent behind last year’s correspond- 


ing week, the Federal Reserve 
Board reports. 
Despite the drop, department 


store sales since the first of the year 
continue 2 percent ahead of the 
Same period in 1956. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 


Four wks. Jan. 1 
Federal Reserve One Week Ending Ending to 
Oct. 26 Oct. 19 


District t.2 Oct. 26 Oct. 26 
ag + 1 — 5 — 5 — 1 
New York ..... l 0* — 3 + 2 
Philadelphia ... — 1 — 3 — 2 +1 
Cleveland ..... — 7 — 7* — 5 — } 

ichmond ~— § — 7 —1 + § 
Atlanta ........ ~ | — 1* +3 +83 
Chicago +1 + 3 0 + 2 
St. Louis ...... — 3 +1 — 1 0 
Minneapolis ... 0 + 2 +1] +3 
Kansas City ... — 3 + 2 +1 + 
Dallas ........ 0 — 8 +1 +3 
San Francisco .. — 3 0* 0 a4 

}. S. Total... — 1 1* a= 3 +2 


* Revised. 


September was a good 
month for construction 


Contracts for new housing con- 
struction in September showed the 
biggest gain over year-earlier fig- 





ures so far this year, according to 
F. W. Dodge Corp. 

For the first time this year, con- 
tracts for one family homes rose 
above the like 1956 month. Just 
over 71,100 units were begun in 
September. This is 3 percent above 
the corresponding period of last 
year. 

Contracts for non-residential 
building in September rose slightly 
over last year’s figures. Heavy engi- 
neering awards dropped 11 percent 
for the month, but are up 5 percent 
above last year for the nine-month 
period. 


Record ‘57 sales seen 
in melamine dinnerware 


An all time high of $70 million 
in sales in melamine dinnerware is 
the prediction of the Melamine 
Council for 1957. 

The trade association of 24 din- 
nerware molders says this figure is 
a conservative estimate, and would 
reflect a 16 percent increase over 
1956. 
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will move 
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ILBERT™ 


TOY ADVERTISING 


handise 
for you! 
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There’s power in this end, too! 


Electric drill power isn’t all in the motor. 
There’s another kind of power — just as 
important to the user — in the business end of 
a portable electric drill. It’s the gripping 
power that has to be in the chuck, particularly 
when you are selling sanding and screwdriver 
attachments that must be chucked on the drill. 

Take the drill shown here. It is equipped 
with a Jacobs Model 6141 Rubber-Flex Hex- 
Key Chuck. You cannot sell a more powerful 
grip on a portable electric tool. It is compact, 
lightweight, easy to operate. Sell the drill and 
sell the chuck. Jacobs is a name men go buy! 
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This Jacobs Hex-Key Chuck looks different 
because it is different. A quarter turn of a 
standard Allen key produces tremendous hold- 
ing power. It actually 
produces a gripping 
leverage ratio of 1000 
to 1! Another quarter 
turn easily releases the 
twist drill. 





Reg. U.S. Pat. Off. 


The Jacobs Manufacturing Company 
West Hartford 10, Connecticut 
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| Laminated Cellulite inset that 
__ is porous to air yet absolutely 





watertight. Keeps minnows 
alive indefinitely. Galvanized 
outer bucket. Capacity: 10 ats. 








— No. 412 
Inner pail has patented coni- = 
cal bottom with small brass © 





air valve which feeds air to . . é : 
minnows every time bucket | = trouble. ——— slam lid 
is moved or jarred. Galva- a fastener. Capacity: 10 ats. 


nized 2 piece construction 







with floating inset. Made in = 
3 sizes, 12, 20, and 30 ats. a 2°28 No. 8106 ec 
BIGGEST SELLING MINNOW BUCKETS IN THE WORLD 


FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO., INC., 
P.O. BOX 1859, LOUISVILLE, KY. 





















28,000,000 home-owning families, 
plus the endless number of fac- 
tories, hotels, motels, schools and 
institutions, etc—these are your 
prospective Toilaflex customers. 





We're pre-selling Toilaflex to all of 

them. And every ad we run directs 
| these customers to their hardware 
| stores for Toilaflex. 


Make these easy, larger-volume 
sales. Order from your jobber this 
week. 


: CONE TREATED 
[ RUBBER POPPET 





Tapped one or two 
holes for attaching 
™ Pressure Switch, 
Pressure Gauge or 
Snifter Valve. 


No. 350 


Here’s the answer to your 
Check Valve problems on submersible 
pumps. The taper-type rubber poppet 
is noiseless, can’t leak, opens easily. 
Works in any position. All bronze body. 
Four sizes, 1” through 2”. May be 
tapped for one or two side connections 
as shown. Used as original equipment 
by many leading pump manufacturers. 


Order from your Jobber or write 
today for Bulletin No. 304 





STRATAFLO PRODUCTS, INC. 











FORT WAYNE 1, INDIANA 
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Economy in good shape 
in 3rd quarter reports 


Businesses of all kinds held firm 
at record levels in the third quarter 
of 1957, the Commerce Department 
reports. 

Some apparent gains were the 
result of gradual price increases, 
the agency said, although retail 
sales and personal income showed 
real increases in July and August. 
September sales and income re- 
mained steady. 

Gross national product, always a 
good business barometer, rose $4.7 
billion between the second and third 
quarters to a record seasonally ad- 
justed rate of $439 billion. 

The new GNP estimate is con- 
siderably higher than either first 
or second quarter figures. It reflects 
a high rate of consumer expendi- 
ture, and a reduced rate of govern- 
ment spending in such programs as 
national security. It is the first time 
in many quarters that any portion 
of Federal spending has dropped. 


Jobholders numbered 
66 million in October 


The number of jobholdeys in 
the nation increased between mid- 
September and mid-October, the 
Labor Dept. reports. 

By mid-October there were 66 
million persons employed, a gain 
of about 300,000. Nearly all of the 
gain was in the farm labor force 
and cancelled out layoffs in a 
number of hard goods manufac- 
turing industries. 

The number of jobholders was 
at the same level as last year. 
However, the number of unem- 
ployed persons, 2.5 million, was 
slightly higher than the. year-ago 
total. 


Manufacturers’ sales 
up 4 percent in September 


Manufacturers’ sales in Sep- 
tember were up 4 percent from 
last year, the Commerce Dept. re- 
ports. 

Sales during the month totaled 
$28.2 billion, compared with $27.5 
billion a year ago. However, sales 
were down nearly $1 billion from 
August. 

The amount of new orders placed 
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THE TOP QUALITY 


<a 


SINCE 1930 


FIRST AND STILL THE BEST 


Your customers’ problems in masonry drilling 
are problems to us, too. As originator of the 
carbide masonry drill, Super Tool has met and 
answered every conceivable masonry drilling 
question. That’s why Super has the most com- 
plete line of tipped masonry drills today—and 
all stocked for immediate delivery—for general 
purpose use, for specific jobs, for handy you- 
do-it kits, for heavy duty contracting and 
maintenance. We alse stock special types for 
drilling tile, glass, porcelain and extremely 
hard materials. 


ieee 
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Your customers’ satisfaction is your first con- 
sideration. You can be sure, regardless of the 
final use of the Super drill you sell, that it 
does the work for which it was intended. It 
cuts faster, easier and at lower cost. It cuts 
cleaner and lasts longer. And it brings your 
customers back when they again run into a 
masonry drilling problem. In short, when you 
sell Super Tools, you sell TOP QUALITY, a 


product of experience. 








Write for catalogs on Super “Core Vent” and “Speed Spiral” 
Masonry Drills and the new “Super Jr.” Kit, the fastest moving 
masonry drill item in the industry. Attractive counter displays 
available. 
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MAGNET-LATCH 


The latch with 10 Ib. holding power 


Sor 


HEPPNER SALES © 


FREE: Counter demonstrator. Miniature 
door section with mounted magnet latch 
invites customers to feel 10 Ib. holding 
power. Reg. $3.00 value, yours FREE 
with first 3-gross order. FREE—for mount- 
ing on storage cabinets, one magnet 
latch with colorful hang tag with each 
gross order. 


"¢ a a Round Lake, lll. 





Magnet Latch 


“SKIN PACKED” on 
Colorful Hang-up Cards for 


SELF-SERVICE 
IMPULSE SALES 


Eye-catching hang-up cards sug- 
gest many Magnet Latch uses... 
Give complete mounting instruc- 
tions. Punched for peg racks, wire 
racks, strip racks. Designed also 
for counter bins. Circled for deal- 
er price. 


Sealed-in-plastic “‘skin pack” pro- 
vides complete visibility. Keeps 
cards from soiling. Vacuum sealed 
to card to prevent damage or 
pilferage. 


HEPPNER 


MAGNET-LATCH 





HEPPNER SALES CO., P.O. BOX 608, ROUND LAKE, HLLINOIS 
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LOCK-EASE § 


Graphited LOCK-FLUID 


The easy way to keep locks 
working easy! 


When car locks freeze —sell them 
LOCK-EASE! When padlocks jam—sell 
them LOCK-EASE! When garage doors 
or any doors rust or stick—sell them 
Sele & 2%) weer i me els ae 
few squirts from the ‘‘stream-or-drop 
container flush out dirt, seal out mois- 
ture, prevent sticking, rust ond freez- 
ing Use if in your own lock repair 
department—and sel/ it in the handy 
4-01. ‘‘drop or stream’ can. Only 49ci 


AMERICAN GREASE: STICK COMPANY 


MUSKEGON, MICHIGAN 











Chances 


cnother first 

. . . a complete 
assortment of 
brass cap and 
knurled nuts has 
been added to 
the Sharon tre- 
fillable fastener 
line. 





Sixteen varieties and sizes, all 
visible, fully described and 
plainly priced, make it simple to 
quickly service the customer with 
minimum investment and large 
selection. Sharon’s refillable fea- 
ture assures a complete supply at 
all times in a single, compact 


package. 


Don’t miss the opportunity to 
please a customer and fill his 
need by having these hard-to- 
find items readily available for 
his convenience. 


Stock the complete Sharon Line 
for complete customer satisfaction. 


Shawn Bolt ‘end Screu Co- 


Vorwood Wess, 
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with manufacturers showed a 
drop. New orders placed in Sep- 
tember totaled $26.6 billion, down 
$1 billion from the preceding 
month and off $400 million from 
a year ago. 

At the same time it seems that 
manufacturers are dipping into 
their backlog of unfilled orders. 
In September 1956, the backlog of 
unfilled orders was $63.6 billion. 
In September 1957, the backlog of 
unfilled orders totaled $56.3 bil- 
lion. 


Manufacturers set up 
new factory branches 


Diamond Expansion Bolt Co., 
ne., Garwood, N. J., has opened a 
new branch office and warehouse in 
Washington, D. C. 


Eureka Williams Corp., New 
York, has’ established factory 
branches at Columbus, Ohio, and 
Atlanta, Ga. 


Lufkin Rule Co., Saginaw, Mich., 
has moved its eastern division of- 
fice and warehouse from New York 
City to Middletown, N. Y. 


Cost of living index 
may drop next year 


Your customers may have more 
spending money next year. That’s 
because they won’t have to spend 





HARDWARE HUMOR 
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"This lady, who bought the thinner, 


wants to know if we have any thick- 
ener. 
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Look to FARM-ETTE for Today’s Best 






















Year-Round Profit Maker 
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Often imitated but never equalled, the rugged FARM-ETTE 55 
is a versatile motor-and-handle unit which powers a complete 
line of attachments for garden, lawn and farm work. 

It's dependable, economical, easy to use. With just a simple 
twist of a thumb screw, FARM-ETTE 55 Power Unit attaches in 
a matter of seconds to the desired tool. 

FARM-ETTE 55 is powered with a rugged 2% h. p. 4-cycle 
engine, with recoil starter and finger tip control. Handle is 
fully adjustable for complete comfort in operation and conven- 
ient storage. 

Increase your sales with FARM-ETTE 55—the year-round tractor 
value. Learn how you can profit with the full line of FARM- 
ETTE walking and riding tractors. 


TOM MOORE TRACT OR COMPANY 
Dept. HA-11 MANTUA, OHIO 
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225 Aero Dr've, P. O. Box 693 
Phone: 24671 








SOUTHERN FABRICATORS CORP. 


Shreveport, Louisiana 
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FITLER 


PURE MANILA 
—A PREMIUM 


identified by the 
Blue and Yellow Icbel 


iron 






mailbox 





Sold for Your Convenience In 
OCTAGONAL BOXES 


Fitler Rope is now treated with a new waterproof- 
ing known as Fungi-Static which arrests the growth 
of mold, mildew, Fungi and bacteria. It is this 
inner, finer quality at no extra cost that makes 
Fitler a premium rope and the best buy for you... 


Write for Catalog 
16 Different Models 


SOLD BY HARDWARE DEALERS EVERYWHERE 


THE EDWIN H. FITLER CO. 


| EST. 1804 
| PHILADELPHIA 24, PA. 
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GENE THIS 
wie DISPLAY STAND 

REALLY SELLS . 
BUILDS SALES 
rehale. 


PROFITS FOR YOU 


> pa 
So 


Yes sir . . . this new, attractive point-of- 
purchase display is really helping to build 
sales for the new “Red” Russell line of 
putty knives and scrapers. The display 
is included free with the R-100 assortment 

. takes only one foot of counter space. 


LOOK AT THESE REVOLUTIONARY 
NEVER -SEEN-BEFORE “RED” RUSSELL FEATURES 


e Cushioned-plastic handle tip 

e “In the groove” thumb guide 

e Tough plastic handles, tough tool 
steel blade 

e Hollow rivet for easy hanging 

e Popular sizes and shapes 

e Priced to sell! 





HERE’S THE DEAL! 


48 pieces in one foot of counter space 
NO. R-100 ASSORTMENT 
Including display 
30 Putty Knives 

18 Scrapers 





Total Retail $44.10 
Dealer Cost 26.46 
Dealer Profit 17.64 











Order NOW from your wholesaler 





Southbridge, Massachusetts 
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as much money on food, clothing, 
housing and transportation. 

The prediction comes from the 
Labor Dept. which foresees a pos- 
sible drop in its cost-of-living in- 
dex next year. However, the index 
probably will remain steady for 
the balance of this year. 

The index rose again in Sep- 
tember, the thirteenth straight 
monthly increase. But the in- 
crease was .2 percent, lower than 
had been expected. Food prices 
during the month actually showed 
a drop of .8 percent. 

Take-home pay and _ buying 
power for factory workers in- 
creased during the month. Fac- 


_ tory workers take-home pay was 
up 32 cents a week from August 


and 90 cents. higher than in Sep- 
tember 1956. 

The increase in the cost-of-liv- 
ing index means that 1.5 million 
workers will get automatic pay 
increases. Their labor contracts 


| have clauses which gear their pay 
'_ rate to the cost-of-living index. 


Michigan Peat goes to 
fair trade in New York 


Michigan Peat, Inc., New York, 
has started a fair trade program 
on its sales of Baccto products in 
New York. 

The move is the first in a 
planned national program to pro- 
tect dealer profits on its line, the 
company explained. Other steps 
will be announced later. 


20 million Christmas 
catalogs are mailed 


The four big mail order houses 
began mailing their Christmas 
catalogs early this month. 

About 20 million catalogs were 
mailed by Sears, Roebuck & Co.; 
Montgomery Ward & Co.; Spiegel, 
Inc., and Aldens, Inc. 


New Red Devil prices 


A new price list, No. 23, has 
been published by Red Devil Tools, 
Union, N. J. Of the 423 items 
covered, prices are the same on 
415 items. Copies of the price list 
may be obtained by writing to Red 
Devil Tools, Box 355, Union, N. J. 








®@ EYE-APPEALING 

® BUY-APPEALING 

@ PREPRICED 2 FOR 15c 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 





MARENGO *ILLINOTS 














His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in August. With 
best wishes for your continued success.’ 
Sincerely yours, 


A Satis =. Advertiser 
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THERE IS A DIFFERENCE IN CHAMOIS 
i SUNSHINE 


GENUINE 
CHAMOIS SKIN 
Lt COC TANNAGE 
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Pe Beet 


These “SELL” Features 


/ 


Check 


@ Knurled, heat-treated gripping plates, easily 
removable. 


@ Swivel base — positive locking mechanism. 


@ Fitted with removable pipe jaws, anvil with 
horn for shaping, and steel cut off tool. 


@ Top and base in durable Kam 
Hammer finish. 


Sold Every- 
where Only 


Through 
Wholesalers 





Oh... VISE CO. 
V | Kansas City, Missouri 

















Cooper THERMOMETERS 


AMERICAN SCALE 
2745 Southwest Bivd., 
for Kitchen, Indoor and Outdoor Use 
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The Cooper Thermometer Co., Pequabuck, Conn. 
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Dept. HA-1157, Seneca Falls, N. Y. 
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INCREASE 
gemma PROFITS 


with Heesier TARPAULINS 











Only they offer you: 
© TOP QUALITY TARPS 
® SAME DAY SHIPMENT 
® LOWEST JOBBER PRICES 


PLUS These Exclusive Feature ~ 


‘atin Fd 


All seams are double lock 
stitched for extra 
strength. 























All corners are rein- 
forced with extra ma- 
terial. 


Hemmed on all 4 sides 


with reinforced grommets 
every 3% to 4 ft. apart. 


Your orders will be shipped the same 
day they are received from Hoosier’s 
stock of 25,000 Tarpaulins in 42 popu- 
lar sizes and 5 different weights. 


Become’ a Hoosier Distributor Now. 
Order your stock of Hoosier Tarps for 
the big selling season just ahead. 




















CALL COLLECT! 


Telephone: Indianapolis 
MElrose 2-9451 





Write for complete information on Hoosier’s New 


Jobber-Distributor Tarpaulin Sales Program. 





an 








TARPAULIN & CANVAS GOODS CO., INC. 


DISTRIBUTOR—or write... 


GOULDS PUMPS 


1302 West Washington Street 


Indianapolis 6, Indiana 


Yes, please send us complete information how we can 





























definitely increase our profits by selling MHeosier 
Tarpaulins. 
NAME 
NAME OF HARDWARE STORE 
| STREET cITyY STATE 























SMART PACKAGING 


sells more hardware 
through impulse buying 


illustrated below: 
An excellent ex- 
ample of attrac- 
tive hardware 
products skin 
packaging, by the 


P. M. Corporation 
Philadelphia, Pa. 
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Smart, attractive Joda Crystal Clear Acetate skin 
packaging provides excellent display and superior 
protection for many hardware products, such 

as these Star Wailgrips expansion bolts. 

Hardware men know their products sell best when 
they can be SEEN—and they can be SEEN best in 
JODA acetate packaging. 


JOSEPH DAVIS PLASTICS — ACETATE SHEETS AND FILM 
— ARE PERFECT FOR VACUUM FORMING, BLISTER AND 
SKIN PACKAGING 


Cellulose Acetate... Butyrate. . . Hi-impact Styrene 


Transparent, transiucent, opaque. .light-to-heavy gauges 


For further information and samples of sheeting suitable 
for your vacuum forming operation, contact 


JOSEPH DAVIS 
PLASTICS COMPANY 


Phone 3 New York 
KEarny 2-0980-0981 - BArclay 7-6421-6422 


Box 27, Arlington, N. J. 
Sales Representatives Conveniently Located. 
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HAROLD F. SEYMOUR, 
president, Columbian Vise 
& Mfg. Co., Cleveland, has 
been associated with the 
hardware industry since 
1907. Sy Seymour was as- 
sociated for five years 
with a firm which mined 
and processed mica for 
distribution through hard- 
ware wholesalers. In 1912 
he and a group of other 
businessmen bought the 
former Columbian Hard- 
ware Co. In 1913 he designed and later patented 
a new type of machinist’s vise which the firm be- 
gan to manufacture. In 1926 the late Dan C. 
Swander, Sr., and Mr. Seymour purchased control 
of the company and changed its name to Colum- 
bian Vise & Mfg. Co. In 1932 he was elected pres- 
ident of the American Supply & Machinery Manu- 
facturers Assn. From 1950 to 1952 he was 
president of the American Hardware Manufac- 
turers Assn. He received the Award of Merit of 
the Hardware Merchants & Manufacturers Assn. 
of Philadelphia in 1952. The presentation was for 
outstanding contributions of sales policies bene- 
fitting manufacturers, wholesalers, and retail 
dealers. During World War I he was delegate to 
the War Industries Board for blacksmith vises 
and anvils. In 1941 he joined the Office of Pro- 
duction Management as associate chief of the 
small tool section of the machine tool division. 
Later he was chief of that unit. He is director of 
True Temper Corp., Cleveland. He served the 
Cleveland Chamber of Commerce as chairman of 
its Foreign Trade Committee. Sailing and cruis- 
ing in his boat are his hobbies. His son, Richard, 
is secretary of the Columbian Vise & Mfg. Co. 
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HOPPE'S 








Tait 


| Get More of The 
Gunner's Trade | 


Capitalize on the continued adver- 4 9; 
tising and steadily increasing de- || ||| | | 
mand for Hoppe's No. 9 Solvent, || | 
patches, oil, gun grease, gun clean- || ||| | 
ing rods and complete gun cleaning | 
outfits. Hoppe's Gun Cleaning Es- | 






























































sentials have a host of friends. [ i | 
Ask your jobber. | 
‘ Frank A. Hoppe, Inc. i) 
ef 2314A North 8th Street i! ill | 
Hl Philadelphia 33, Penna. . 

















Get a Firmer Grip on Your Sales 


GRIPSO2\: TOOLS. 


GRIPSO-MATIC PIPE WRENCH Strongest pipe 
wrench made. Light weight, streamlined, works easily 
in hard to get at places. No adjusting nut to turn— 
a flick of the wrist, a tap of the hand and it's 
ready. Works faster and easier. 14" and 10" sizes. 


OTHER GRIPSO TOOLS 




















y a MULTI - DUTY \@ : 
& , oa" 


PLIERS 
GUARANTEED 


See your Jobber or write H. R. Basford Co. Dept. H-11 
235 15th St. San Francisco 3, Calf. 


Solid-Center 
ae” Auger Bits 












GREENLEE 22 Auger Bits are carefully 
formed and finished for 
accuracy ond sharpness, heat- 
treated for strength ... preferred by 
> craftsmen everywhere! 
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Multiply 


your rental 
prospects 





Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 





Attachment for adjusting 


seats, gives floors, rugs and carpets brush to deep pile 

air of professional care. For full story of rugs and carpets. 

on this easy-to-rent Holt JW12, mail 30 
coupon now. 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


eH \}s MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. Pil 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 
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Read it in 
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Report Hibbard to Drop General Wholesale 
Activity; Will Expand True Value Store Plan 


Hibbard, Spencer, Bartlett 
& Co., wholesaler in Evans- 
ton, Ill., is reported in the 
trade to be cutting down on 
its large general wholesale 
business in order to concen- 
trate on its True Value As- 
sociate Dealer Store Pro- 
gram. 

Under the True Value pro- 
gram, the dealer acts as his 
own salesman, using pre- 
printed order blanks, check 
lists, etc. to order his mer- 
chandise direct from Hib- 
bards. 

In view of this new policy, 
the wholesale firm will not 
need as much warehouse and 
office space in its large 
Evanston headquarters as it 
now uses. The office area has 
already been rented to the 
U. S. Department of Agri- 
culture as of May 1, 1958. 

A small area of the ware- 
house has been leased to a 
prominent Chicago manufac- 
turer. Additional warehouse 
space will become available 
as the wholesale inventory is 
adjusted to the new sales 
volume. 

Hibbard is building a new 
office by remodeling 20,000 
sq ft of warehouse area on 
the north side of the Evans- 
ton building. This space will 
be air conditioned. It is antic- 
ipated that the new require- 
ments for warehousing will 
be approximately 450,000 to 
500,000 sq ft instead of the 
700,000 sq ft now being used. 

The business being drop- 
ped by Hibbard is substan- 
tial, but the company hopes 
that a great portion of this 
business can be converted 
into the True Value Pro- 
gram. The field staff of sales- 
men that handles the general 
hardware business will be 
slowly released. 

At the present time, Hib- 
bard’s sales division is hold- 
ing meetings out in the field, 
inviting all of their dealers 
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to hear the True Value story, 
and to participate in this 
program. 

In other words, while they 
are dropping several million 
dollars in volume, they are 
aggressively asking for addi- 
tional business in their As- 
sociate Dealer Program. 

It is also expected that 
Hibbard, Spencer, Bartlett 
will slowly discontinue most 
of its industrial business. 


S. H. Anderson Rejoins 
John H. Larrabee Co. 


Samuel H. Anderson has 
rejoined John H. Larrabee 
Co., Amsterdam, N.Y. 
wholesaler, as vice-president 
and general manager. 

Several years ago, 
Anderson served as 
manager for Larrabee. 


Mr. 
retail 
In 





SAMUEL H. ANDERSON 


the past few years he has 
been with Interstate’s Rock- 
ford Dry Goods, Rockford, 
Il. 


Paris Names Warren 


Charles E. Warren, Jr., 
has been named sales promo- 
tion manager for Paris Mfg. 
Co., South Paris, Maine. Mr. 
Warren formerly spent 18 
years as eastern zone man- 
ager for S. L. Allen Co., 
Philadelphia, Pa. 


Larry LeBlanc Joins 
Janney, Semple, Hill 


Larry G. LeBlanc has 
joined Janney, Semple, Hill 
& Co., Minneapolis whole- 





a 
> 
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LARRY G. LeBLANC 





saler, as Pacific Coast divi- 
sional manager for Service 
& Quality voluntary chain of 
independent hardware stores. 

Mr. LeBlanc was formerly 
stores development manager 
in that area for Marshall- 
Wells Co., Duluth, Minn. He 


will continue to work out of 
Portland, Ore., in his new 
position. 

The S & Q Store program 
now covers 21 states and is 
being extended to include 
the Oregon and Washington 
areas. 


Peninsular Purchases 
Rayl Industrial Supply 


Peninsular Distributing 
Co., large wholesale appli- 
ance distributor of Detroit, 
has purchased Rayl Indus- 
trial Supply, a division of 
Rayl Co., distributor, also of 
Detroit. 

The firm will operate as 
Rayl Industrial Supply as a 
division of Peninsular with 
headquarters remaining at 
23440 Woodward Ave., Fern- 
dale, Mich. 

The 82-year-old Rayl firm 
is a wholesale distributor 
serving the automotive and 
plumbing and heating indus- 
tries. 





DEALER BRIEFS: 





Neighbors Help Relocate Chicago Dealer; 
Wright Brothers Form Florida Partnership 


Chicago, Ill—The neigh- 
bors of A. Ted Anderson, 
hardware store owner, pitch- 
ed in and helped him move, 
lock, stock and barrel, to his 
new location at 1215 E. 55th 
St. Shopping carts were 
used in the move from the 
old store, which is being 
razed for a redevelopment 
program. For each load 
moved Mr. Anderson con- 
tributed $1 to the Hyde Park 
Neighborhood Club. 


Plant City, Fla.—A. Glenn 
Wright, a 28 year employe 
of the Kilgore Seed Co., 
has joined his brother, Ross 
L. Wright, Sr., in the hard- 
ware business known as Ross 
L. Wright, at 118 E. Haines 
St. The company name is 


now Wright Brothers Hard- 
ware Co. The store was 
established by Mr. Wright 
17 years ago. 


Ripley, Tenn. — Hunt’s 
Super Hardware is now op- 
erating as a Keen Kutter 
Store under the Shapleigh 
Keen Kutter franchise. 
Grand opening under the 
new banner was held Oct. 
3, 4 and 5. The modern Hunt 
store is completely self-ser- 
vice and provides plenty of 
parking space. 


Oelwein, Iowa — Grand 
opening of a new Ace Hard- 
ware was held recently with 
a three-day celebration. Spe- 

(Continued on page 134) 
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January Housewares 
Show Is Record Bound 


The biggest housewares 
show in history will be at 
least equalled by next year’s 
exhibit, according to Dolph 
Zapfel, secretary, National 
Housewares Manufacturers 
Assn. The January, 1957, 
show was the biggest ever 
held in Chicago. 

The 28th NHMA National 
Housewares Exhibit will be 
held the week of Jan. 16 in 
Chicago’s Navy Pier and ad- 
jacent drill hall. 

More than 700 exhibitors 
will show their lines to 11,- 
000 buyers in a space of 
nearly eight acres. 

Forms are now being 
mailed out for advance reg- 


istration. Badges will be 
sent to those registering in 
advance of the show. 

Show hours are 9 a.m. to 
5 p.m. every day except clos- 
ing day when exhibits close 
at 2 p.m. The Show is closed 
all day Sunday, Jan. 19. 

NHMA will again provide 
free bus service between the 
Loop, North Side hotels and 
the pier. 


The NHMA dinner dance 


will be held on Sat., Jan. 18, 
at the Palmer House. 


The annual NHMA Busi- 
ness Survey questionnaire 
has been sent to buyers and 
exhibitors. The results of 
this survey will be mailed 


out before the January 
Show. 





Muirhead Gets New Post 
At American Hardware 


David Muirhead has been 
elected to the newly created 





DAVID MUIRHEAD 


post of executive vice-presi- 
dent of American Hardware 
Corp., New Britain, Conn. 
He also continues in his pres- 
ent position as treasurer. 
Mr. Parker joined Ameri- 
can in 1943 as a general ac- 
countant. In 1951 he became 
treasurer and was elected 
vice-president in 1956. 


Regional Meets Held 


Sherwin-Williams Co., 
Cleveland, is introducing 
1958 merchandising and ad- 
vertising plans to area and 
branch managers in 27 cities 
this month. The _ regional 
sales meetings are featuring 
the new selling aids for Su- 
per Kem-Tone and Kem-Glo. 





Bostwick-Braun Expands Main Warehouse, 


Bays Another With 100,000 Sq Ft Of Space 


A total of 40,000 sq ft is 
being added to the main 
warehouse facility of Bost- 
wick-Braun Co., wholesaler 
of Toledo, Ohio. 

According to H. L. Thomp- 
son, Jr., president, the addi- 
tional space will be used as 
an expansion of the shipping 
room. New off-street receiv- 


ing docks featuring  hy- 
draulic truck levelling de- 
vices will be an important 
part of the new addition. 

Another warehouse in 
downtown Toledo has been 
purchased by the firm. This 
building adds 100,000 sq ft 
of space to the Bostwick fa- 
cilities. 
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Warner Hardware of Minneapolis Acquires 
Raymer Hardware; Now Operates 12 Stores 


Warner Hardware Co., 
Minneapolis, has purchased 





LEON C. WARNER 


the Raymer Hardware Co. 
of St. Paul, .Minn. 

Both companies were 
founded three generations 
ago and each was the largest 
locally-owned wholesale - re - 
tail hardware operation in 
its respective city. 

Warner Hardware oper- 
ated nine large retail stores; 
eight in Minneapolis and one 
in St. Paul. It also has a 
large wholesale and indus- 
trial division covering a six- 
state area. 

Raymer had three retail 
outlets in St. Paul and a 
wholesale division traveling 
nine men in Minnesota, lowa, 
North and South Dakota and 
part of Wisconsin. 

The Raymer wholesale di- 
vision will be operated under 
the Raymer Hardware Co. 
name as a wholly-owned sub- 
sidiary of Warner’s, accord- 
ing to Leon C. Warner, Jr., 
president. 

Present Raymer wholesale 
division accounts will con- 
tinue to be served by Raymer 
personnel from the present 
Raymer warehouse in St. 
Paul. A new long term lease 
has been signed for this 
building. 

The three Raymer retail 
stores in St. Paul will be 


absorbed into the Warner 
retail chain and will be 
identified as ‘‘Warner’’ 
stores. This will give War- 
ner 12 retail outlets, includ- 
ing the new Hiawatha Ave.- 
Lake St. store opened Nov. 1. 

Savings possible by stand- 
ardization of procedures, 
faster service as well as ex- 
panded ability to buy at 
quantity discounts that can 
be passed on to customers, 
are advantages of the 
merger that should benefit 
both Warner and Raymer 
accounts, according to Mr. 
Warner. 

Warner’s has 241 full-time 
and 98 part-time employees. 
Raymer has nearly 70 em- 


ployees. No important 
changes in personnel are 
planned, Mr. Warner re- 
ported. 


Schiafer Joins Ace; 
Under New Ownership 


Schlafer Hardware & Mill 
Supplies, Inc., Appleton, 
Wis., large, well-known hard- 
ware and industrial supplies 
firm, has changed ownership 
and is now affiliated with the 
Ace Hardware Co. associated 
stores. 

New officers of Schlafer- 
Ace are: 

John A. Donaldson, Sr., 
president. He is from Scars- 
dale, N. Y., and is principal 
stockholder in the firm. 

Robert P. Gross, South St. 
Paul, Minn., vice-president 
and general manager. 

John Donaldson, Jr., Chi- 
cago, Ill., vice-president. 

Mrs. Mary Albrecht, for- 
mer officer of the Schlafer 
companies, will serve as sec- 
retary and assistant trea- 
surer. 

Schlafer-Ace will remodel 
the store front and install 
new display fixtures after 
the Christmas season. 
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Feels good @.in the hand... 


Looks @ good to the eye... 


Stays good through @ the years... 


A full two-inch knob of Heavier Metal. 
Larger and better shaped. Note how it Concaves. 
Generous size Rose. No skimping anywhere! 


Styles for every function, including Key-in-knob 


SKILLMAN 


MAYFAIR DESIGN 


Skillman Hardware Mfg. Co. 
Trenton 4, N. J., Dept. A-10 





Please tell us about the Mayfair 
Design Knob and the 1600 line, 
of which it is part. 


Name 





Firm 





Address 
aaa ll enna cian eerie atin ee 


Since 1865 one of America’s largest line builders’ hardware manufacturers. 
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Exhibitors At NHMA 
Show Get Refund Again 


Exhibitors in the National 
Housewares Manufacturers 
Association National House- 
wares Exhibit have received 
a refund for the 27th consec- 
utive time since the shows 
started in 1939. 

Twenty per cent of exhibit 
fees was voted to be refunded 
to each exhibitor, according 
to Dolph Zapfel, NHMA 
secretary. 


Paint Salesmen Elect 
Officers For 1958 


| The Save the Surface 
_ Salesmen’s Club of Philadel- 
| phia elected new officers for 
| the coming year at a meet- 
ing held Nov. 1 in the Penn- 
Sherwood Hotel, Philadel- 
phia, Pa. Those elected were: 
J. Sam Buten, partner, 
Buten Paint Stores, Phila- 
delphia, president. 
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Henry L. Hatton, district 
manager, Yarnell Paint Co., 
Philadelphia, 1st vice-presi- 
dent. 

Stanley A. Marks, Phila- 
delphia district manager, Lu- 


minall Co., Newark, 2nd 
vice-president. 
Royal K. Beatty, sales, 


Loos & Dilworth, Inc., Phila- 
delphia, secretary-treasurer. 


James C. Witt Elected 
Witt Cornice President 


James C. Witt has been 
elected president of the Witt 
Cornice Co., Cincinnati, Ohio. 
He succeeds his father, J. 
Wilbur Witt, who has been 
elected chairman of the 
board. 

Mr. J. C. Witt, elected sec- 
retary in 1950, represents 
the third generation of his 
family to become president 
since his grandfather found- 
ed the firm in 1887. 


| MANUFACTURERS’ AGENTS 


_ Market Forge Co., Ever- 

ett, Mass., has appointed 

|P & G Associates, 709 Ter- 

'minal Bldg., Seattle, Wash., 

_ representatives for automo- 

| bile top carriers in Oregon 
and Washington. 


v 


| Boston Woven Hose & 
Rubber Co. Div., American 
| Biltrite Rubber Co., Ine., 
_ Boston, Mass., has appointed 
Massie-Wendling Co., 309 
Merchandise Mart, Dallas, 
_ Tex., representative for floor 
_and stair coverings, garden 
hose and tape in Texas, Ok- 
lahoma, Arkansas and Louis- 
iana. 


Sidney Ross Co. and Hess- 
ler & Co., Philadelphia, Pa., 
representatives, have merged 
under the name of Delbern 
Associates, 54th & Columbia 
Ave., Philadelphia 31, Pa. 
Sidney Ross, Harry A. and 
Silas A. Hessler will cover 
eastern Pennsylvania, south- 
ern New Jersey, Delaware, 
Maryland, District of Co- 
lumbia and Virginia. 


v 


Morrison Co., Milwaukee, 
has appointed Inman Cooke 
and Associates, 821 Court 
St., Clearwater, Fla., repre- 
sentative for Aqua-Flo water 
systems in Florida. 























STANDARD MODEL 10c 
e and small sizes. Screws sup- 
plied. Lustre chrome finish. 


Here is typical Kenberry value. 


ROOM 'N TOOL SPRING CLIPS 















DELUXE MODEL 15c 
Large size only. Serew is attached. 
Lustre ehrome finish. 


Finest quality Clips made of heat tem- 
heavy 


pered opr steel for lifetime spring action. Extra steel for 
greater holding strength. 


_ More than 50 Kenberry GADGETS 
Ask your jobber 
' or write for list. 


JOHN CLARK BROWN, unc. 


ONE MONTGOMERY ST. 
BELLEVILLE 9, N. J. 


Kenberry capvcets 
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New Lead-Free 
CRIB ‘'N TOY ENAMEL 


40% 


PROFIT 
FOR 
DEALERS! 





®@ Non-toxic, contains no lead . . . for use on children's 
cribs, toys, and furniture to protect children from 
lead poisoning! 


® Accepted for advertising in publications of the Amere 
ican Medical Association! 


@ Packed in colorful counter display box! 
@ 40%, profit for dealers! 


Order today. if your distributor doesn’t have if, 
order direct from factory. 


WARREN PAINT & COLOR COMPANY 
P. 0. Box 1307, Nashville, Tennessee 








GERBER rounp raperep 





STEEL TUBULAR LEGS 


TWO-POSITION TOP PLATE 


Adjustable 13 gauge top plate with 
simple screw arrangement for ad- 
justing leg to straight or 12 degree 
angle position. 


@ FREE SCREWS AND SELF- 
LEVELING FLOOR GLIDES 
WITH EACH SET OF 4 LEGS 


Available in handsome BLACK 
ENAMEL or BRASS 


‘1 HIGHEST QUALITY AT AMAZINGLY LOW PRICES! 











Loaded with Eye Appeal 
Priced for Buy Appeal 


STANDARD BATHROOM 
ACCESSORIES 


§ HELP YOU CASH IN ON THE HOME 


BUILDING MARKET : 
P Lg ek . r= 




















CHROMAC Bathroom Accessory Set 
for luxury look at low cost 


Modern bathroom fittings of chrome plated brass for 
lasting good looks. Styled for new-home decor—easy 
extra profits when you sell builders and remodelers. 


Decorlite Glass 
Tub Enclosure 


PRICED SO LOW EVERYONE can 
afford it! Beautifully styled high- 
strength velvex obscure glass, chrome- 
like frame finish. Easy to install with 
only 3 screws each side. For 4!/p & 
5 ft. tub sizes. 









































. | 
T RETAIL 
\ STYLE & SIZE FINISH SET OF 4 
\ RD-6” BLACK $2.98 
| RDB-6” BRASS _ 3.98 
\ RD-12” BLACK 3.98 
y | RDB-12” BRASS 4.98 
RD-16" BLACK 4.49 
\ RDB-16” BRASS 5.98 
\ RD-18” BLACK 4.79 
\ RDB-18” BRASS 6.98 
\ RD-22” BLACK 4.98 
\— RDB-22” BRASS 7.98 
EJ RD-28° BLACK 5.49 
Bay 
a, % DB-28 BRASS 8.98 


GERBER ALSO MAKES HAIRPIN, 
CONTACT on amin DISTRIBUTOR WOOD AND FOLDING STEEL LEGS 


GERBER- fo: all your leg needs. 


WROUGHT IRON PRODUCTS INC. 2540 FARRAR ST., ST. LOUIS 7, MO. 
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1De Luxe Shower 
| Cabinet 32” x 32” 


i Easy, one-man assembly saves time and 
| money for buyers. Complete with concealed 
} shower unit for right or left connections. 


| White baked enamel. Deep receptor. 


|New Mirrored 
: Bathroom 
Cabinets 


Perfect for Project Builders 
Packed in pairs—priced real low to 
attract builder trade. 16" x22" mir- 
ror in I-pc. deep draw body for 
14" x18" opening. 14" x20" mirror 
for 12" x 18" opening. Stainless steel 
frames. Razor blade slots. 


Also New Sliding door type with Twin Top Lights 






STANDARD STEEL CABINET CO. 


3701 MILWAUKEE AVENUE + CHICAGO 41, ILLINOIS 
MFRS. OF SHOWER ENCLOSURES, DOORS, BATHROOM CABINETS 





























Pendleton Tool Buys 
N. Y. Tool Box Firm 


Pendleton Tool Industries, 


Inc., Los Angeles, has pur- 
chased the Duplex Mfg. 
Corp. of Sherman, N. Y. 

The mechanic’s tool box 
firm will be operated as a 
wholly-owned subsidiary of 
Pendleton. It has 23,000 sq 
ft of buildings on a seven 
acre plot in Sherman not far 
from the Jamestown, N. Y., 
plant of Pendleton. 

Paul E. Coe, operating 
vice-president of Duplex, will 
become president and gen- 
eral manager of the subsid- 
lary. 


Walther Named Corbin 
General Sales Manager 


Philip J. Walther has been 
appointed general sales man- 
ager of the Corbin Cabinet 
Lock Div., American Hard- 
ware Corp., New Britain, 
Conn. 

Mr. Walther joined the 
firm in 1920 and became as- 
sistant sales manager of the 
Wood Products Div. prior to 
WW II. He later covered 





PHILIP J. WALTHER 


the New England, New York 
State sales areas. 

In 1950, Mr. Walther was 
appointed assistant sales 
manager of the Corbin divi- 
sion. 


Mower Dealers Honor 
Engine Manufacturer 


The National Lawn Mower 
Dealers Association pre- 
sented an award to Briggs 
& Stratton Corp., small en- 
gine manufacturer of Mil- 
waukee, for its contributions 
to the power lawn and gar- 
den equipment industry. 

William Spencer, presi- 
dent, and Edwin J. Mann, 


News of the Trade. 








vice-president of NLDA, 
presented the award to Fred 
Stratton, vice-president of 
Briggs & Stratton. 


S. Alexander Directs 
Sales for Milwaukee 


Sterling E. Alexander has 
been appointed director of 
sales for Milwaukee Valve 
Co., Milwaukee. He was for- 
merly a sales specialist for 
York Corp. 

Mr. Alexander spent 14 
years with Henry Valve Co. 
in various sales supervisory 
capacities including assistant 
sales manager. 





S. E. ALEXANDER 





DEALERS SELL 


ECONOMICAL 
NON IRRITATING 
PLEASANT ODOR 
HIGH FLASH POINT 


LONG LEVELING (NO BRUSH MARKS) 
(NO BRUSH MARKS) 


LONG WET EDGE 









OS 


Seetinetthardioteeboriouen —— 


GALS.. 





OTS., PTS., HALF PTS. 


Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE — today | 





Sanson & Rowland Elects 
Officers and Directors 


These officers were recently 
elected at a special meeting 
of Sanson & Rowland, Inc., 
Philadelphia : 

Aaron I. Sanson, III, presi- 
dent-treasurer; Richard W. 
Goodby, vice-president and 
general manager; and James 
G. Pepper, vice-president in 
charge of purchasing. 

Thomas A. Ross was named 
secretary. J. Robert Lewis 
is assistant treasurer. 

Mr. Goodby was elected a 
director to fill the unexpired 
term of the late Earl H. 
Goodby. 


Earl Grenier Retires 


Earl Grenier, sales man- 
ager and buyer for John E. 
Larrabee Co., Inc., whole- 
saler of Amsterdam, N. Y., 
retired recently after 45 
years in the hardware field. 
Mr. Grenier started in a re- 
tail store in 1910. After 
serving with several other 
wholesale houses he joined 
Larrabee and _ stayed 13 
years. Mr. Grenier plans to 
move to Florida. 


FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 
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“Do- IT-VOURSELF 


‘TEM cee 
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POPULAR 
MECHANICS 
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HARDWARE AGE, 








Prize 
Winning 
Self-Selling 





Write for Details of BIG 
FREE Goods Offer 


Magic Iron 
Cement Company, Inc. 


] 5427 BOWER AVENUE 
CLEVELAND 27, OHIO 


NOVEMBER 21, 1957 
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pAcK pGINS 2: 
on NEW DISPLAY : 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items. 
$105.24 retail! Each item “Skinpak’d” on color- 
ful card to increase eye appeal, protect finish 
i from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 
[7 FOR COMPLETE CATALOG & INFORMATION 
= ABOUT ASSORTMENT +1300 write 
















KvAe Butler Street, Brook! 


Sold through wholesalers only 





Vacka 4 el) tor 
LAA (ery, 


Eanion Salen 


quality 
manila 





* * a 

junior coil 
25 lbs. packed in self- 
dispensing carton. 


Measure-marked every 
10 feet. 


super-TUFF 


50 and 100 ft. coils of 
manila or nylon rope 
in a new combination 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 


Practical rope packages for- 


€ 





Boating 
Home « Farm « Industry «+ Recreation 
—< QB r 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 


MANUFACTURERS SINCE #1829 
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STARMa ros: 
li WESTERN WIRE PRODUCTS COMPANY 















SEND FOR CATALOG TODAY! 


WESTERN WIRE protects the Plumber 





WO SHARP EDGES 






Pie T-EDGE 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time 


for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
Wire Products Company! 





HANDY 
PACKAGES 


Pull from box 
as needed. 


50’ and 100’ coils. 
Plain or galvanized. 


No. 5/0—/,x24 GAUGE 
No. 0000—*/,x22 GAUGE 
No. 000—%/,x20 GAUGE 
No. 00—/,x18 GAUGE 
Bulk orders: 


Any size bundle 
Any length strip or coil 






OTHER IMPROVED 
PLUMBING PRODUCTS 
WIRE PIPE HOOKS—Standard 
and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 


1415-1431 South 18th St., St. Louis 4, Missouri 

















SIZE 2° a2"n1" 


HI [ YOUR SALES Taree 


LE 
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with the DF Wg'* 
new... LE EL. no. 31 NO. 310 


Dial calibrated to measure 
degrees off level and — 


Everyone is a —s customer for this 
$1.95 
each 


unique instrument . . . Professional Crafts- 

men... Hobbyists... Home Craftsmen .. 
NEW COUNTER 
DISPLAY CARD 


Housewives. 
®@ Shows Devil Level in action 


MM Mel olurehilael iby 


eh eiele ecules 


Counter Display received 
folded fiat holding six units 


(;z.\ PICKETT PRODUCTS, INC. 


QF, 1111 South Fremont Ave... Alhambra, Calif 


J olelas 
4 











Raymond Smith Moves 
To Pioneer Saws Div. 


Raymond Smith, Jr., has 
been appointed sales and ad- 





>. 


RAYMOND SMITH, JR. 


vertising manager of the 
new Pioneer Saws Div., Out- 
board Marine Corp., Wauke- 
gan, Ill. He was formerly 
assistant sales manager of 
the corporation’s Lawn-Boy 
Div. 

Mr. Smith will work with 
field sales manager, Joe N. 
Brown, to establish the new 
Pioneer sales organization. 

Mr. Smith joined Lawn- 
Boy in 1952 as one of the 
firm’s first salesmen. 


W. F. Meyer & Sons 
Buys Van Pelt Mfg. 


W. F. Meyer & Sons, Inc., 
Chicago manufacturer of 
ironing tables and home 
laundry equipment, has pur- 
chased Van Pelt Mfg. Co., 
Galien, Mich. 

The Van Pelt firm will op- 
erate as a subsidiary of 
W. F. Meyer. Manufactur- 
ing operations will be con- 
solidated at the newly ac- 
quired facility. 


Gamble-Skogmo Reports 
Sales And Earnings Up 


Gamble-Skogmo, Inc., Min- 
neapolis wholesaler, reports 
a continuing uptrend for 
sales and earnings over last 
year. For both the third 
quarter and nine months 
ended Sept. 30, sales and 
earnings again exceeded 
those for the corresponding 
periods of 1956. 

Consolidated earnings from 
operations, before taxes, for 
the nine months of this year 
increased 18 percent over the 
same period in 1956. Sales 
rose 10 percent over last 
year. 

Of particular note is that 
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sales of heavy appliances 
and furniture continued to 
be well above last year. This 
is in contrast to the nation- 
wide retail trends below the 
1956 levels for both of these 
groups. 

The Gamble-Skogmo  or- 
ganization now boasts 2161 
retail outlets. Of these, 319 
are company-owned stores, 
32 are manager-owned and 
1810 are independent author- 
ized dealer establishments. 


Tuckett Joins Greenlee 
As Assistant Sales VP 


Martin J. Tuckett has 
joined Greenlee Tool Co., 
Rockford, Ill., as assistant 


to R. J. Samuelson, vice- 
president in charge of sales. 
Mr. Tuckett will direct 
merchandising and sales 
promotion activities. 
Mr. Tuckett was vice-pres- 
ident in charge of sales for 


MARTIN J. TUCKETT 





Estwing Mfg. Co., Rock- 
ford, with whom he had been 
associated for 11 years. 


Motor Wheel Launches 
Mower Service Program 


The Appliance Div. of Mo- 
tor Wheel Corp., Lansing, 
Mich., has launched its third 
annual power lawn mower 
central education program. 

One-day meetings will be 
held for central service dis- 
tributors in each of the com- 
pany’s eight service regions. 
The sessions will cover com- 
plete service requirements 
and warranty policies for 
1958 model Reo and Duo- 
Trim power mowers. 

The distributors will then 
present the program to ser- 
vice dealers. 

Cities designated for re- 
gional meetings are Seattle, 
Kansas City, Salt Lake City, 
Dallas, Atlanta, Minneapo- 
lis, New York and Lansing. 
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DEALER BRIEFS: 


(Continued from page 128) 
cial values in merchandise, 
and registration prizes were 
highlights of the event. Bal- 
loons were given to children. 
Sporting goods, toys, gift- 


ware, and builders’ hard- 
ware are featured lines. 
Allan Fisher is the store 
manager. 

St. Petersburg, Fla.— 


George Hera and Clifford L. 
Maskell have opened their 
George & Cliff’s Hardware 
Center on Skyway Blvd. The 
4600 sq ft store has its own 
parking lot for customers, 
and it is air conditioned. 
Housewares, gifts, and tool 
rentals are featured depart- 


ments. Both owners have a 
long history in hardware 
merchandising. 


Moberly, Mo.—F. J. Hed- 
dinghaus has sold his inter- 
est in Heddinghaus Hard- 
ware to his son, Ralph. The 
new owner has reopened at 
a new location, 124 W. Reed 
St. The younger Mr. Hed- 
dinghaus’ wife, Evelyn, has 
been named a partner in the 
store. The business has been 
in operation since 1942. 


Catskill, N. Y.— Chester 
Jeralds has sold his interest 
in Jeralds- Winchell Hard- 
ware to Irvin Winchell. The 
former co-owners bought the 
firm in 1950. 








OBITUARIES 














Charles W. Blowers 


Charles W. Blowers, 79, 
retired vice-president and 
general manager of Ott- 
Heiskell Co., wholesaler of 
Wheeling, W. Va., died Oct. 
26 at his home in Woodsdale, 
Wheeling, W. Va. Mr. Blow- 
ers joined the firm in 1910 
as a traveling salesman cov- 
ering eastern West Virginia, 
Maryland and western Penn- 
sylvania. He retired in 1954 
after serving a number of 
years as vice-president and 
general manager. 


Stanley Bright 


Stanley Bright, 77, retired 
wholesaler of Cedar Hill 
Farm, Reading, Pa., died of 
a heart attack Sept. 26 at 
the Hotel Sylvania, Philadel- 
phia. Mr. Bright headed the 
family business, known as 
Bright Hardware Co. in 
Reading, until its liquidation 
and his retirement in 1956. 


Murray Fitzgerald 


Murray Fitzgerald, 56, 
hardware dealer of Beloit, 
Kan., died Oct. 7 in St. Jo- 
seph’s Hospital, Concordia, 
after a long illness. 


Daniel M. Webster 


Daniel M. Webster, 82, 
hardware dealer of Secre- 
tary, Md., died Oct. 9 in 
Cambridge-Maryland Hospi- 
tal. Mr. Webster established 
his hardware store in 1897 
and operated it until his 
death. 


le 


William P. Henninger 


William P. Henninger, 79 
owner and founder of Hen- 
ninger & Decker Co., hard- 
ware store in Cleveland, 
Ohio, died Oct. 8 from a 
heart attack at his home in 
Parma, Ohio. Mr. Henninger 
founded the firm 57 years 
ago. He was active in the 
business until his attack. 


Chester Thompson 


Chester Thompson, 69, 
hardware store operator of 
Sharpsburg, Ky., died at his 
home Oct. 8 after a short ill- 
ness. Mr. Thompson had op- 
erated his business for over 
30 years. 


Ralph Schmidt 


Ralph Schmidt, sales man- 
ager of Cooper Mfg. Co., 
Marshalltown, Iowa, died 
July 5. Mr. Schmidt was a 
veteran in the hardware, au- 
tomotive, farm equipment 
and garden equipment fields. 


Louis Perloff 


Louis Perloff, 49, presi- 
dent of Town Fair Hard- 
ware Co., Williamstown, 
N. J., died Sept. 11. Mr. 
Perloff lived in Jenkintown, 
Pa. 


Norton H. Gregory 


Norton H. Gregory, 75, 
hardware store owner of 
Fillmore, Mo., died Oct. 14 
in a St. Joseph, Mo. hospital. 
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_  Areport in pictures of events in the trade 
HA Photo Angles 


The Los Angeles Pot & Kettle Club recently elected 
new officers for the coming year. They are shown 
from left to right: Howard Whitney, Adam- 
Whitney Co., treasurer; Frank Ferris, Calcot Co., 
recording secretary; Dave Neilson, Charles G. 
Putnam Co., president; Jackson Badham, Ili, Hoff- 
man Hardware Co., 2nd vice-president; Carl 
Hobson, Harper & Reynolds, national president of 
Associated Pot & Kettle Clubs; Richard Howard, 
Harper & Reynolds Corp., Ist vice-president; W. R. 
McGibbons, A. Walt Runglin Co., corresponding 
secretary. 
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nual sales meeting recently at the Ambassador Hotel in Chicago. Representatives from 


across the country gathered to hear sales and merchandising plans for the coming year. The firm also introduced its newest stapling guns 
to the force during the two day affair. 





Melnor Industries, Inc., Brooklyn, N. Y., recently held its annual sales meeting at the Park Sheraton Hotel in New York. From left to right, 
first row: Ralph Duval, John Murray, Ed Hoge, Sam Weisman, Sam Warshauer, sales manager; Sy Graye, Bob Black, Herb Donrken, J. V. 
Folsom and Nate Getis. Second row: Bob Folsom, George McDuffie, Bill Heinrich, Harry Flannagan, Herry Offerman, Jim Shearer, Jack 


Murray and Bill Myers. Third row: Sumner Campbell, Harold Gambell, Dick Hagberg, Bill Baker, Harold White, Jack Hildreth, Milton 
Schwartzbach and Barney Myers. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
I ah a re et 2.00 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not nen gr 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is 
Thursday. Classified forms 
prior to publication date. 


published every other 
close 3 weeks 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 











HOSE © SPRINKLERS © SPRAYS 


Salesman wanted, calling on 
retailers and jobbers. trades 
of al] descriptions. The most 
complete line of its kind. Com- 
mission basis. 


Address Box {13!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED REPRESENTATIVES 


Leading Bathroom Cabinet Manufacturer now 
distributing thru wholesale plumbing supply 
jobbers, builders hardware, tile, lumber, elec- 
trical, glass and other outlets. Good protected 
territories open. On commission basis. 


Address Box 1122, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


New non-toxic, lead-free CRIB 'N TOY 
ENAMEL for use on children's cribs, 
toys and furniture. Protects children 
from lead poisoning. Nationally ad- 
vertised. Accepted for advertising in 
publications of American Medical As- 
sociation. Contact distributors and re- 
tailers in hardware, toy, paint, variety, 
building supply, and furniture fields. 
Exclusive territories. FULL COMMIS- 
SION ON ALL REPEAT ORDERS. Com- 
plete sales kits and advertising mo- 
terials furnished. Write, wire, or call 
today for full information. 


W. S. Gillespie, Sales Manager 


WARREN PAINT & COLOR COMPANY 


P. O. Box 1307 Nashville, 


Tennessee 























YOU WILL BE GLAD IF 
YOU ANSWER THIS AD 


Direct importer of baskets and housewares 

wants representatives calling on hardware and 

housewares stores, looking for an easy selling, 

high commission paying line. State territory 

and lines carried. Write: 

Global a & Gadgets, 8 Henshaw Street 
New York 34, New York 














SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool floor applicators, 
refill pads, polishing bonnets and discs, was 
mitts of all types, sponges, genuine imported 
chamois, and scouring pads. le are prime sup- 
pliers, with a complete preduct line. This is a 
top quality line, received with enthusiasm by all 
professional cleaning supply distributors. All our 
products are strongly merchandised and competi- 
tively priced. Send full information about your- 
self in first letter, stating lines now carried, terri- 
tory covered, and all trades sold to. Several 
choice exclusive territories now open. Beverly 
Manufacturing Co., 10 Roland St., Boston 29, 
Mass. 








MANUFACTURERS REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manu- 
facturer. Excellent commissions. Exclusive terri- 
tory now available in most states due. Please 
state type of trade covered and lines carried. 
Address: Bex 1008, care of Harpware AGEzE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





WE MANUFACTURE FORGE COLD 
CHISELS, star drills, bull points, etc., and offer 


sledges, crowbars and other dealer items at prices 
that can’t be beat. We need dealer reps for Con 
necticut, New Jersey and New York City. Ad- 
dress: Box 867, care of HARDWARE Ace, Chestnut 
& 56th Sts., Philadelphia : 39, Pa. 
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Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line pure Chinese Bristle Brushes plus gen- 
eral line for better paint and hardware stores, 
lumber yards and industrials. Immediate de- 
livery. Protected territories. Liberal commission. 


Address Box 1000, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














EXPERIENCED SALESMAN WITH FOL- 
LOWING AMONG Hardware and Lumber deal- 
ers in Suffolk and Nassau counties, N. Y., 
wanted by well-known New Jersey Hardware 
Jobber carrying complete stock of all nationally 
known lines. Excellent opportunity to select your 
ewn accounts and develop territory. Address: 
Box 1124, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


SALES REPRESENTATIVE: We need men 
for well established territories of Ohio, Indiana 
and Pennsylvania to sell our QUALITY dog 
furnishings to hardware and sporting goods 
stores. Good earnings on commission basis. State 
age and number of lines now representing. Other 
territories open. MODISH CRAFTSMAN CO.. 
INC., Box 566, Springfield, Ohio. 


REPS FOR OUR FAST SELLING METAL- 
LIC COATED ironing board covers and pads. 
also houseware items. They're priced to sell. A 
number of choice territories are still available. 
Write stating lines you now carrv. Mittexcose 
Products, P. O. Box 748, Passaic, N. 


WANTED: Sales Representative for Ohio and 
Indiana, to handle high volume line of fishing 
rods. Top commission. Address: all replies to Box 
607. Detroit 6, Michigan. 


SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors exclusive 














territory, 10% commission. Write full details 

with references. Replies confidential. Akron Sup- 

ey <a Inc., 216 Grand Street, Brooklyn, New 
ork. 








BATHROOM MEDICINE 


CABINET MANUFACTURER 
Expanding Sales Force 


Long-established, well rated, nationally known 
exclusive manufacturer of the Glide-O-Mir 
and Swing-O-Mir Bathroom medicine cabinets, 
chrome accessories, vanitories, and pin up 
lites. Wants aggressive, and intelligent man to 
call on Building, Plumbing, Hardware, Elec- 
trical and Lumber Supply Wholesalers. Choice 
Territories now available. Compensation: Salary, 
Commission, Bonus and Expenses. Write Giv- 
ing Full Details to: 


J. Epstein, Sales Manager 


c/o General Bathroom Prod. Corp. 


1809 W. Thomas Street, Chicago 22, Illinois 














Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales procucer. Prefer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Wil! 
also consider sideline man or manufacturers’ agent. 


Address Box ({!6, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HARDWARE MANUFACTURERS’ REPRESENTATIVES 
Tools & Agricultural items 
Fully Protected Territories 


Must have long established wholesale contacts also 

















personal and sales record that withstand searching 
investigation. Ability to sell top quality British 
goods against low priced, inferior European and 
Japanese imports is basic qualification sought by 
top rated American Firm 
Address Box 1130, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

LOOKING FOR A PROFITABLE PAINT- 


known national 
quality, competitively 
description; pure 
territories 


BRUSH LINE? We are well 
manufacturers of high 
priced paint brushes of every 
bristle and nylon. Several lucrative 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All replies con- 
fidential. Address: Box 1128, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


VENTILATING HOODS AND FANS” FOR 
KITCHEN AND BATHROOM. MFRER. 
wants reps calling on one or more of following 
Hardware wholesalers. Hardware contractor-deal- 
dealers. Elec- 





ers. Lumber yards. Bldg. supply 

trical wholesalers. Sheet metal wholesalers. Sheet 
metal contractors. Appliance Distributors. Dept. 
stores. CAL-VENT MFG. CO., 1030 Gerhart 
Ave., Los Angeles 22, Calif. 





LIMITED NU MBER OF TERRITORIES 
STILL AVAILABLE for manufacturer’s agents 
contacting all types of volume buyers. Three top 
hardware-houseware items in 39c¢-89c bracket. 
All fast movers with large repeat percentage. 
In store displays. Trade advertising support. 
Advertising allowances. Many established ac- 
counts. Address: Box 1129, care of Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, _ Pa. 


EXCELLENT 1 LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety, and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 
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Sales Representatives 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
ot HarpwaAre Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





MANUFACTURER OF DOMESTIC PACK- 
AGED COCOA MATS has territories open for 
representatives calling on retail stores in New 
Jersey and New York. Can be seld with other 
lines. Good commission. Address: Box 1120, 
care of Harpware AGg, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


WANTED EXPERIE NCED CUTLERY 
SALESMAN to sell our line in Exclusive terri- 
tory. Many well established accounts. Very at- 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com. 














pany, 10 Commerce Court, Newark 2, New 
Jersey. 

Accounts Wanted 
ATTENTION 
MANUFACTURERS 
To obtain complete coverage and increase 


your business in Metropolitan N. Y. & N. J. 
wire or phone collect. N. Y.—COrtiand 7-9909, 
N. J.—Bigelow 3-2577. Our sales force sells to 
SYNDICATES, DRUG & AUTO CHAINS—HARD- 
WARE. HOUSEWARE & RACK Wholesalers— 
GARDEN SUPPLY, PARTY & CLUB PLANS and 
other volume buyers. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOCIATES 
562 Clinton Ave., Newark 8, New Jersey 

















ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM- 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers’’ but professional salesmen who will 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil- 
ities available. Address: Birkbeck Brothers, Inc., 
70 North York Road, Willow Grove, Penna. 








OVER SIX YEARS CALLING ON better 
rated Hardware and Builders Supply trade. One 
man in South Georgia and one in North Georgia. 
Need one or two additional staple lines. No 
gadgets nor high pressure. Consistent hard work- 
ers. Complete information, please, in first letter. 
Confidential. L. G. Smith, Box 461, Savannah, 
sa. 





AGGRESSIVE MANUFAC CTU RERS' REP- 
RESENTATIVE open for additional Hardware, 


Teol or Garden line for metropolitan New York— 








New Jersey. Have strong, well established fo!- 
lowing among hardware jobbers, catalog houses, 
rack jobbers, chains and supply houses. Thor- 
ough know-how promoting, marketing lines to 
utmost potential. Samples always carried. Ad- 
dress: Bex 1119, care of Harpware Acer, Chest- 


nut & 56th Poses a 39, Pa. 


SUCCESSFUL MANUFACTU RER 
PORTER of kerosene and gasoline 
seeks additional lines to export 
branches and resident salesmen. We assume re- 
sponsibility export details, financing, etc. You 
handle as domestic account. S. . Appliances 
Ltd., 110 Newman Street So., Hackensack, New 
Jersey. 











EX- 
appliances 
through own 


—_—— — 


AGGRESSIVE YOUNG 
desires additional lines for 
Box 1100, 
56th Sts., 








SALES AGENCY 
California. Address: 
care of Harpware Ace, Chestnut & 
Philadelphia 39, Pa. 





HARDWARE AGE, 





LINE WANTED 


We are interested in contacting a serious minded, 


aggressive manufacturer who is interested in repre- 
sentation — the q ties. 3 men actively 
covering Eastern Pennsylvania, Southern New 


Jersey, 
Delaware, Maryland, Washington, D.C., and Virginia. 


NASE AND WOLF 
300 Levering Mill Read, Bala Cynwyd, Penna. 
Phone: Mohawk 4-9798 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 











York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill airect. 
Inquiries invited. WRITE ANCO Corporation, 7 


Wood Street, Pittsburgh 22, Pa. 
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MANUFACTURERS REPRE SENTATIVE 
COVERING Washington, Oregon, Idaho and 
British Columbia. 12 years’ experience in this 


Hardware Jobbers, Houseware 
Jobbers, Chains, Department stores, Hotel supply, 
etc. Seeking one or two top grade lines. 
of references. Address: Box 1121, 
~ae Ace, Chestnut & 56th Sts., 
a. 


area calling on 


care of HARD- 
Philadelphia 39, 


MANU FAC- 
TURERS AGENT, additional Hardware and in- 


WANTED BY EXPERIENCED 


dustrial supply lines for eastern Pennsylvania, 
southe:n New Jersey, Delaware, Maryland and 
District of Columbia. Have traveled territory 


for 35 years, and enjoy wide acquaintance among 
wholesalers. Lines wanted: shelf hardware, hand 





tools, hardware specialties. Address: Box 1132, 
care of HARDWARE Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 

TEXAS, OKL AHOMA. LOUISIANA, AR- 


KANSAS. Aggressive, hard- hitting sales organi- 
zation. Complete coverage housewares, hardware, 
premium and promotional fields. Seeks one addi- 
tional line of merit. Address: Box 1123, care of 
HARDWARE AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


MISSOURI- KANSAS- ! NE BRASKA- OKLA- 
HOMA aggressive sales representative available 
to a reputable manufacturer of a hardware or 
sporting goods line. We are firmly established 
with two leading lines and are known to the 
Address: Box 1127, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 








M ANU F, AC TU RER—IMPORTER. Will give 
time and effort to an item or small compact line 
sold om an exclusive or semi-exclusive basis in 
New England. Straight commission. Address: 
Box 1118, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 








Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
aga ae 


VOLL SALES SERVICE 
: Madi 

















115 West Mein St son, Wis. 
BUSINESS OPPORTU NITY “AND HOME 
COM BIN ED — Hardware store established 30 


years—2-story brick building and basement—20 
x 60—in a fast growing community on a busy 
thoroughfare in Queens County, New York City, 


N. Y. Store equipped with blonde Heller fixtures 
—Hardware—Tools—Housewares—Electrical and 





Plumbing supplies—- Window glass — Benjamin 
Moores & Kyanize Paints. Principals Only. Ad- 
dress: Box 1126, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 
HARDWARE BUSINESS FOR SAL E. in 
western suburb of Chicago. Inventory at cost, 
approximately $50,000.00, plus fixtures. Will re- 


quire at least $30,000.00 cash to handle, balance 
on easy terms. Large warehouse and plenty of 
parking space. Rent $400.00 per month. Gross 
sales $120,000.00 annually. Swanson’s Hardware, 
200 W. Butterfield Road, Elmhurst, Illinois. 





FOR SALE: Old established ee and | 


industrial supply business; Sales 2 million; 6 
traveling men, expanding market, middle Atlantic 
Eastern States, owner wishes to retire. Address: 
Box 1028, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


Best © 


Help Wanted 











SALES 
SUPERVISORS 
WANTED 


lf you already have a good job as a sales- 
man or sales manager, and have sold hard- 
ware or paint stores, building supply or 
lumber yards, appliance or auto accessory 
outlets . . . if you're a real go-getter, 
with proved ability to open new accounts 
and develop a territory .. . if you can 
hire, train and inspire other men to do the 
same ... and if you're looking for more 
money and more responsibility then 
this may be the opportunity you're looking 
for. 


We have openings for District Managers 
in Pennsylvania, New York and New Jersey 
territories. We are looking for men who can 
sell a quality line of paints, enamels and 
varnishes to new accounts and know how 
to help our present accounts increase their 
volume. However, they need not necessarily 
have sold paint before. 


it's a real chance to ‘show your stuff,"" to 
take a partly developed territory with 
terrific potential and build it up your way, 
with your men and your methods ... 
and, most important of all . . with re- 
wards—salary and override—in propor- 
tion to your results. 


Write us fully regarding your background 
and experience. Your letter will be held 
in strict confidence. 


VITA-VAR CORPORATION 


10 Commerce Court 
Newark 2, New Jersey 

















FIELD SALES MANAGER WANTED. Well 
established plastic pipe manufacturer needs cap- 
able man with successful sales experience in 
plastic pipe. Salary and expenses. Excellent 
growth opportunity. Send complete business and 
personal resume. Replies confidential. Depart 
ment HA-1157, Consolidated Pipe Co. of America, 
1066 Home Avenue, Akron 10, Ohio. 








MANAGERS AND ASSISTANT MANAG- 
ERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40, wanted 
to manage hardware, paint, housewares, electrical, 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round summer. Write full 
details to Box 830, care of Harpware Acer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





Positions Wanted 





STORE OR DEPARTMENT MANAGER, 
age 54, formerly Division Manager large Retail 
Chain Store organization; experienced Hardware, 








building materials, plumbing and heating; trained 
in Modern Merchandising and Sales Promotion 
Methods, Inventory contrel and store arrange- 
ment. Will relocate. Address: Box 1117, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

NEW ENGLAND—Experienced salesman in 


hardware and related items, selling to wholesalers 
and dealers. Excellent mechanical background, 
proven sales record to open, develop accounts and 
territories. Currently employed, desires connec- 
tion with manufacturer who wants good sensible 
coverage of this territory. Residence suburban 


Boston, complete resume on request. Address: 
Box 1111, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





HARDWARE-HOUSEWARES BUYER. Ex- 
perienced in buying and merchandising hand and 
power tools, builders hardware, and housewares. 
Can develop merchandising plans, new exclusive 
lines, improve present lines, coordinate color and 
packaging. Wide factory and Mfr.’s Repr. con- 
tacts. Mail order catalog, chain retail, hardware- 
housewares jobber experience. Self-starter, work 
well with people. Address: Box 1125, care of 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 


| phia 39, Pa. 
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BUY 








AND SELL QUALITY 


GAECEN HONE 


i 
B ie 

















A retail sensation last Spring. 
Over 40 Million sold this year. 
A really professional type 
plant-growing container in an 
attractive resale package. A 
MUST for every Garden Center. 
Resale package of 24.... 98¢ 
Resale package of 12.... 59%¢ 


Through your wholesaler or write 








ODUCTS MFG. CO., 





STO-COTE PR 





1461 W. FULLERTON AVE., CHICAGO 14 


/PLATT CLIP 


.the ADJUSTABLE SPRING CLIP 


Designed with Dual-Arc* to pre- 
vent twisting from fastened 
position. Finger Grip action holds 

smooth handles. A variety 

of sizes for every purpose. 

Platt clips sell themselves! 
: A fast moving repeat 
sale item. 











i 

































*Patented 


A. 1. PLATT CO. fairfield, connecticut 








Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 











MANUFACTURING 


COMBPAMY «. uo. 


Ualunil 











American Grease Stick Co.. 122 
American Scale & Vise Co... 125 
American Screw Co. ....... 42 
Archer-Daniels-Midland Co.. 36 
Aristo-Mat Co. ........... 115 
B 
| Basford Co., H.R. ........ 127 
| Bennett-lreland. ee 
Bethlehem Steel Co. ....... 48 
Better Homes & Gardens.... 71 
Boyle-Midway, Inc. ........ 4) 
Brown, Inc., John Clark .... 130 
_ Buckner Mfg. Co., Inc. ..... 107 
Bulldog Electric Products Co. 39 
Cc 
Cleveland Twist Drill Co., The 77. 
Columbian Rope Co. . 22 | 
Columbian Vise & Mfg. Co.., 
BR Sesh eo a ak 86 
Cooper Thermometer Co. .. 











Index to Advertisers 





A 
Acme Steel Co. .......... 
Allen Mfg. Co. ............ 80 
Allen Mfg. Co., W. D.... . 20-2! 
Aluminum Goods Mfg. Co. . 142 





Corbin Div., P. & F. 
American Hardware Corp. 43 


125 | 





G 
Gerber Wrought Iron 
eee een 131 
Gering Products, Inc. ...... 38 
Getty & Co., Inc., H. S..... 85 
Gilbert Co., A. C., The .... 118 
Goulds Pumps, Inc. ........ 125 
Graham & Co., Inc., John H. 
King Cotton-Cordage .... 2 
Greenlee Tool Co. ........ 127 
Gries Reproducer Corp. ... 108 
Griffin Mfg. Co. .......... 44 
H 
Hamilton-Skotch Corp. ..... 67 
Hanson Scale Co. ......... 106 
Heppner Sales Co. ........ 122 
Hercules Chemical Co., Inc.. 37 
Hindley Mfg. Co. ......... 98 
Seer ee, OA a oo va adepes 127 
Hoosier Tarpaulin & Canvas 
Goods Co., Inc. ......... 125 
Hoppe, Inc., Frank A. ...... 127 
Hoyt & Worthen Tanning 
i i ees is aneck ees 124 
Hyde Mfg. Co. ........-... 93 
| 
Irwin Auger Bit Co. ....... 50 
Corning Glass Works ...... 38 | r 
| Jackson & Son Co., Inc., 
D ce wails 133 
Davis Plastics Co., Joseph.. 126| Jacobs Mfg. Co. ...-..---: 119 
DeWalt, Inc. | Johnston Lawn Mower Corp. 
Div. of American Machine Div. of Jacobsen Mfg. aE 
& Foundry Co. .......... 79 es Ne Se ie os Se 
ee a eS oe iy ke 116| Jones & Laughlin Steel _ 
 ” 
Disston, Henry ERE se ea 
Div. H. K. Porter Co., Inc.. 95 
Pe ees WE ks kb cc 106 K 
| . 102 
Eagle Electric Mfg. Co., Inc. 72) 
Ekco Products Co. ......112-113 | 
Elco Tool & Screw Corp..... 82 | 
Exchange Stamps, Inc. . 75 | 
| 
F 
| 
Faultless Caster Corp. ... 46) 
Fitler Co., Edwin H. ....... $23 
Forsberg Co., H. .......... 46 


Kester Solder Co. .... 
Keystone Steel & Wire Co. .28-29 
Kwikset Sales & Service Co.. I! 


L 
Lafayette Brass Mfg. Co., 

Me sw dds 6's SN 
Lamson & Sessions Co., The.. 78 
amnietee Tate. ok Sas oc c's 100 
Lawn-Boy Div. 

Outboard Marine Corp... 3 
Pe 8 ere rr 139 


HARDWARE AGE, NOVEMBER 21, 1957 








Index to Advertisers 





Libbey-Owens-Ford Glass Co. | 
Window Glass Div. ...... 109| 
Lincoln Engineering Co. . 


Lockwood Hardware Mfg. 
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M 
Magic Iron Cement Co. .... 132 
Mansfield Sanitary, Inc. .... 107 


Marshalltown Trowel Co. ... 140) 
Mester Lock Co. .......... 49 | Armco Steel Corp. ....... 7 | 
McGill Metal Products Co.. 124 | Simonds Saw & Steel Co.... 81 | 
McKinney Mfg. Co. . ee Simonsen Industries, Inc. .... 139 
Miller & Co., Inc., Robert E. 140 Simplicity Mfg. Co. ....... 24-25 | 
Millers Falls Co. .......... 83 Skillman Hardware Mfg. Co. 130 
Minnesota Mining & Mfg. Co. 86 Southern Fabricators Corp... 123 
Miracle Green, Inc. ........ 110 Southern Screw Co. ........ 47 
Modern Tool & Die Co..... 74 Standard Steel Cabinet Co.. 131 
Molly Corp. ..... 140 Staniey Works ............ 94 | 
Moore Tractor Co., Tom ... 123 Star Key & Lock Mfg. Co... 124 
Star Metal Products Co. .... 133 
Sto-Cote Products Mfg. Co.. 138 
N Strataflo Products, Inc. .... 120 
National Mfg. Co. ........ 138] Stratton & Terstegge Co. 
National Metal Products Co. 96 Folle City Gi. .......6055 120 
National Screw & Mfg. Co.. 141 | Super Tool Co. ............ 121 
New Britain Machine Co.., | Supplex Corp. 
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New York Wire Cloth Co.... 106) Swingline, Inc. ............ 35 
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Pennsylvania Saw Corp. .... 105 | oS SS Se 44 
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Plastics Mfg. Co. ......... 73 | Vichek Tool Co. ........... 99 | 
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Portable Electric Tools, Inc... 139 Ww 
Porter Co., Inc., H. K. 
Henry Disston Div. ...... 95 | Wallace Silversmiths ...... 17 | 
Warren Paint & Color Co... 131 | 
p Water Master ............. 120 
Wessel Hardware Corp. ... 87 
Republic Steel Corp. .... . .32-33 Western Wire Products Co.. 133 | 
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Firearms Div. ........... 139 
Worcester Lawn Mower 
es. oh es 140 


Scharf Mfg. Co., J. H. ..... 140 












ONLY $] 89 


® Full 16 oz. Capacity 

° Wal? Bracket Included 

® Can be used several! times 
ee your iobt write to 


LENK MFG. CO., BOSTON | MASS 








Sharon Bolt & Screw Co..... 
Sheffield Steel Div. 


122 | 

























LINE 
ENT 


SAVAGE 
STEVENS 


FOX 
FIREARMS 








TRADE MARK 


SAVAGE + STEVENS + FOX FIREARMS 


Savage Arms Corporation, Chicopee Falis, Massachusetts 


SIMONSEN 





Feature and — 
TACKLE 
Promote these BOXES 


-- 


FIRST ... 


for sizes, 


190DL Seamless, deep drawn 

steel. Lift-Out Tray, hip models, 

roof: electro-welded, continu- : 

ous piano hinges; bright, zinc materials - Ss 
plated hardware; hasp arrange- priced for 


— padlock; 19” x 7%” full profits 
Write for catalog of full Simonsen line 
SIMONSEN INDUSTRIES, INC 


1414 South Michigan Avenue 


wwceers 


° Chicago 5, Hlineis 





PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83RD STREET* CHICAGO 20, ILLINOIS 








EXTREMELY ACCURATE .. . LOW-COST . . . FAST-SELLING 


du-rite LEVELS 


A low-cost level with the quality, features, workmanship of levels 
costing far more .. . priced low enough to be attractive to 
“eccasional™ users. Unbreakable, Magnesium frame . . . large, easy- 
to-read, “LOCKED-IN" vial assemblies . . . finished edges. "Machined. 
Smooth" hand-holes in 24" and 28" sizes! 





4—SIZES 
12", 18", 24", 28" 


J. H. SCHARF MANUFACTURING CO. 
6120 Binney Street Omaha, Nebraska 


cae P g o 
Manufacturers of the famous Magnelite Levels i 


Fam 


4| MARSHALLTOWN 
wy 

















MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 





WY Ad, ALWAYS SELL GENUINE 


aM OLLY 


Write for —_ Me SCREW oY fe fe} a 





Molly Corp., Reading, Pa. 








Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page | 4. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 











HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 
9 
Have you soon toon? VU pp ceglend cirnw riding mowers 
Model 100-T 26" cut rotary * Model 910-T 21" cut reel-type The hits of the Shows! 








Build your 1958 volume around @ Ask your jobber or write WORCESTER LAWN MOWER CO. 


these new sales-makers! Division of Savage Arms Corporation, Chicopee Falls, Mass. 














REMCO ..... Bakelite Furniture Rests and Caster Caps 


REMCO 
<— Furniture Rests 


are made from ma- 
hogany color bake- 
lite plastic. Live 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
tle types equipped 
with %” universal 


















Cushion Rest 
Drive on type fF 
Sizes: 2”, 236” 








Drive on Type neck sockets. 
crepe REMCO : 
~y Caster Cups> Makers of World Famous; 
are of leree diameter, shatterproof, ma- 


hogany in color. They help save ecar- 
pets, rugs, floors from being depressed 
by heavy casters, etc. 


DOMES of SILENCE 


PINTLE TYPE—Sizes 1!/2”, 2’ 


Ask your jobber or write ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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THE PERFECT BALANCE 


© Dependable Bolts 
° Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS ¢ NUTS ¢« TAPPING SCREWS 

STOVE BOLTS e COTTER PINS 









/ — 
Vetionne . 
Fasteners J. 


rd Hodeli Chains : Chester Hoists 


gs) RR 


You get your 
Full Margin on | 
every roaster sale... Be “Am Display Card 
and your customers § 4 ~_n FREE 
get a sractical gift Ls” | : with purchase of rhc with each 
at no extra cost! ae % OVAL ROASTER Carton of 


at regular Price 


| 
E Th 4. Three! 





~ « 
_ , 
we 
. 





us. _s 


wret © ; 
<a *o, 
* Guaranteed by ~ 
Good Housekeeping 
st - 











It’s a natural—and here’s why: good gravy is the average 
woman’s peskiest problem, and you'll be gzvimg her a fool- 
proof solution, along with the finest roaster she can buy. 


Stock this MIRRO moneymaker, now. It comes to you 
ready-to-sell...a give-away gravy mixer pre-packed with 


~ these oval roasters, and a FREE Display Card with each carton 
M t a a O . of three. Get the cards up, get the roasters and mixers on 
. : display, and get ALL the roaster business you can handle! 


FINEST ALUMINUM 
’ 


cid Or arummnun GOODS MANUFACTURING COMPANY, MANITOWOC, WIS. 


You. Fifth Avenue Bldg , New York 10 Merchandise Mart, Chicago 54 
vont buy | f° WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 





